



20, 1934 


———_ 
a 





n busi- 

sleep, 
2, and 
he can 


»mmon 
‘ivilege 
ons to 
$ with 
to set 
ountry 
yurtesy 
guest. 
bath, 
water. 








The Nationa 


LIFE INSUF 


\ \ E have received scores of inquiries 
from Agents, Companies, even outsiders, 
asking, “What is this Planned Estate 
business?” 

Roughly, this is what it is, from a 
standpoint of results: 

It is the plan which made the vice- 
president of one of America’s foremost 
manufacturing concerns so enthusiastic 
that he personally recommended his 
Home Life Planned Estate representa- 
tive to 26 fellow officials of his company. 

It is the plan which sold $58,000 to a 
prospect who “didn’t believe in Life In- 
surance and wouldn’t talk to an agent 
about it.” 

It is the plan which brought a veteran 
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agent out of a slump into consistent, large 
production. 


It is the plan which put a new agent 
into production in his second month, to 
the extent of $50,000 of new business. 


It is the plan which averages one sale 
for $6,500 from each 4.5 charts presented 
by Home Life men. 


It is the plan which has contributed 
materially to the Home Life gain in new 
business of 46% in the first quarter of 
this year. 


It is the plan which the buying public 
greets with, “That’s what I’ve always 
wanted! Why hasn’t someone done it 
before?” 
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Estates” write to Cecil C. Fulton, Jr., Super- 
intendent of Agencies 


If you wish a copy of the booklet “Planned 
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leaded life insurance salesmen today stand before an 
unopened door which blocks the way to prospects 
for millions of dollars of new business. The most difficult 


prelem is what to do or say to cause the door to swing 
on*its hinges and open the way to these prospects. 


For members of The Ohio National Field Staff the Com- 
pany’s 5-2-1 Prospect Plan has proven the “Open Sesame” 
to the cavern of gold—prospects that can be closed—a 
genuine “Open Sesame” to “Closed” business. 

On this page is reproduced the report of seven cases closed 
as the result of circularizing twenty names. 

This member of the ONLI Field Staff during the month 
of March, 1934, circularized 100 names on the 5-2-1 plan. 
Of these 100 he closed, during the month of March, six- 
teen applications for a total of $52,000.00, with other good 
prospects still to see. 

The Ohio National 5-2-1 Plan not only opens the way 


The 


Seven applications in one week written on 
direct mail leads is the record of an ONLI 
agent in North Carolina. 

An ONLI agent in Pennsylvania closed 
three out of five names circularized. ONLI 
agent in Iowa writes: “I have seen a good 
many systems of direct mail circularizing, 
but this is by far the most complete I have 
ever seen.” A new member of the ONLI 
field staff in Tennessee secured 145 pros- 
pects from the first list of 18 names cir- 
cularized. 


for an interview but helps the prospect discover the un- 
covered need. The 5-2-1 Prospecting program of The 
Ohio National is only one part of the Three Way Plan. 


The 5-2-1 Prospecting Plan finds the prospect and creates 
a favorable impression. The remainder of the Three Way 
Plan helps the salesman to organize his time and thus 
increases his effectiveness. The plan also provides the 
salesman with the type of sales talk required to develop 
and present a plan to satisfy the prospect. 


The Ohio National 5-2-1 and Three Way Plan is avail- 
able to all members of the Ohio National Field Staff. 


The Ohio National operates in the following states: Ala- 
bama, Arkansas, Colorado, California, Florida, Idaho, IIli- 
nois, Indiana, Iowa, Kansas, Kentucky, Michigan, Mis- 
souri, Nebraska, New Mexico, North Carolina, Ohio, Okla- 
homa, Oregon, Pennsylvania, South Dakota, Tennessee, 
Texas, Utah, Washington and Wyoming. 





For a General Agent’s contract, write to John H. Evans, Vice President. 


THE OHIO NATIONAL LIFE INSURANCE CO. 


CINCINNATI, OHIO 
T. W. APPLEBY, President 
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Supervision Plan 
by States Better 


President Cox of Union Central 
Life Hits at Federal 
Control 


MORATORIUM IS CITED 


Declares the Commissioners Were Wise 
in the Course They Followed 
on Life Insurance 


W. Howard Cox, president of the 
Union Central Life, in a talk before a 
group of insurance men in Cincinnati, 
paid high tribute to the insurance com- 
missioners of the country for their 
statesmanlike and constructive work 
last year in connection with the life in- 
surance moratorium and its enforce- 
ment. President Cox declared that the 
commissioners were confronted with a 
situation more critical than any that had 
ever arisen before involving life insur- 
ance. 

_ Although the ultimate stability of the 
institution of life insurance was not at 
stake, tactless, ill-advised handling of 
the situation could very easily have ar- 
rested the growth and development of 


the life insurance idea for a long time 
to come. 


All Features Considered 


The commissioners foresaw what 
might happen unless a uniform plan 
were followed throughout the country. 
They put into effect moratorium provi- 
sions that not only met the broad as- 
pects of a national problem, but were 
adjusted to meet purely local or sec- 
tional requirements as well. Conditions 
im many of the states required special 
treatment. These conditions were amply 
taken care of under the state commis- 
sioner system of supervision when it 
was very doubtful if any blanket mora- 
torlum issued by a central or federal 
authority could have been as successful. 


Opposed to Federal Control 


While there was uniformity in the 
Primary provisions, there were state 
conditions here and there that required 
special treatment. Therefore, this was 
done. Mr. Cox feels that as time goes 
on the commissioners who had part in 
ormulating and carrying forward the 
1933 program will be regarded as men 
of superior vision. Inasmuch as_ the 
Commisisoners were found perfectly 
competent to deal with a major situ- 
ation, he does not believe that there 
could be any greater efficacy in federal 
control of insurance. In fact, he is op- 
Posed to federal regulation, believing 
that the states have insurance well in 
hand. There come times, as was exem- 
plified by the moratorium, when strict 
uniformity and standardization are not 
desirable. If there were federal super- 
vision any action would have to be the 
same the country over. President Cox 
oes not believe that the federal gov- 
€tnment could exercise any more satis- 
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LIFE INSURANCE EDITION 


Group Companies to Offer 
Hospitalization Benefits 





UNDER ACCIDENT AND HEALTH 





Cost May Be Paid by Employer, Em- 
ployes or Both Jointly—Makes 
Low Premium Rate Possible 





Hospitalization benefits for employes 
at low rates made possible by group in- 
surance are now available under a plan 
formulated by some of the leading 
group companies. Social significance 
of the action, taken after intensive study 
for several years, is expected to be far- 
reaching. 

Hospitalization benefits will not be 
offered on an individual basis, but only 
to a group of employes through their 
employer, as in the various forms of 
group insurance. Also benefits will be 
provided only in conjunction with group 
accident and health insurance, through 
a supplementary agreement between 
employer and insurance company. 

Cost of hospitalization benefits may 
be paid by the employer, employes, or 
jointly, with contributions by employes 
collected through voluntary payroll de- 
duction. By placing benefits under a 
group accident and health plan, and 
through economies in administration 
and claim adjustment procedure, a pre- 
mium rate far less than available to an 
individual is made possible for groups 
of employes. 

Plan Payment in Cash 


It is planned that payment in cash 
will be made to an employe for each 
day of hospital confinement, with limita- 
tion as to number of weeks in any 12 
consecutive months for which payment 
will be made. Payments also will be 
made to cover charges for special hos- 
pital services, such as anaesthetic, lab- 
oratory, operating-room and x-ray ex- 
amination, but not including treatment, 
with a maximum amount provided for 
such charges. 

Benefits will not be payable for occu- 
pational accidents and diseases, nor for 
operation, surgical or medical fees. 
Also, as in group accident and health 
policies, benefits will not be available 
to employes who are 70 years of age 
or over. 

The action is of especial interest in 
connection with the concerted drive 
which has been carried on recently to 
build up group hospitalization schemes 
under the auspices of the hospitals 
themselves. The American Hospital 
Association is backing the idea very 
strongly and announced recently that 30 
cities in 21 states had started group 
hospitalization in the past 12 months, 
with similar plans in the formative 
stage in a number of other important 
cities. 








factory control over insurance than has 
been done by the state commissioners. 

Mr. Cox stated that if he had ever 
needed to be convinced of the plan of 
state commissioner control of insurance, 
the record of 1933 would have done the 
job. He closed by saying that he did 
not care to read any more nonsense 
about federal control being superior to 
the present system of supervision by 
state insurance departments. 





CHICAGO, CINCINNATI, NEW YORK AND SAN FRANCISCO, FRIDAY, APRIL 27, 1934 


Proposed Annuity Tex Not 


So Bad as Provision Now 


SEEN TO WORK OUT BETTER 





Illustrative Case Shows 3 Percent In- 
terest Assumption Postpones 
Full Weight of Levy 





HARTFORD, April 26.—Insurance 
men here are of the opinion that some 
of the dissatisfaction voiced in connec- 
tion with proposed changes in the in- 
come tax law, whereby annuities are to 
be in some measure subjected to normal 
federal income tax and surtax, is based 
on misunderstanding as to the effect 
of the new set-up contemplated. 

Under the present law, there is no 
tax until the taxpayer has received the 
amount paid for the annuity. The pro- 
posed amendment will assume that 3 
percent of his total investment in the 
contract constitutes interest return, fig- 
ured into the annuity along with the 
mortality factor. This part of his yearly 
income from the contract will therefore 
be taxable. 


Illustrative Case Cited 


The following illustration was given: 
A single premium annuity is purchased 
for $96,000, and the annual income set 
at $8,000. The annuitant retires and 
has no other income. His taxable in- 
come from then on will be 3 percent of 
$96,000, or $2,880. Subject to normal 
income tax, and with the $2,500 deduc- 
tion for heads of families, he will pay 
a tax of only $15.20 yearly. This pay- 
ment, hypothetically, will continue un- 
til the tax-free income, $5,120, equals the 
total paid for the contract, a matter of 
18 years and eight months. He will then 
have paid $289 or thereabouts. 


Pay More Tax at Present 


Under the present law, the annuitant 
pays no tax for 12 years, or until his 
$8,000 a year income equals his $96,000 
investment. Then for the next seven 
years, he pays the full tax on the whole 
income, $280 a year or $1,960 by the 
time he reaches the ninteenth year. 

It can readily be seen, insurance men 
point out, that the new plan works 
against only those who die by the end 
of the 12th year, or whatever year they 
would have received back their agegre- 
gate investment in the contract. They 
would have paid no tax at all, under the 
old law. But most life actuaries would 
be tempted to observe that experience 
with annuitants is against the contin- 
gency of early death. 


Guardian’s New Record Day 


The new record for business received 
during a single day by the Guardian 
Life in its 74-year history, which was 
set April 9 in connection with McLain 
Month, stood only two weeks, being 
broken again on April 23, by a increase 
of 36 percent in number of applications 
and 45 percent in volume. The business 
was well distributed among the com- 
pany’s agencies, none of the flood of 
business being due to any one section. 
In neither case was the volume of busi- 
ness. due to any emphasis on any par- 
ticular day. The month’s campaign is in 
od of Vice-president James A. Mc- 

ain, 
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Life Insurance as 
Guide for Nation 


President Duffield of Prudential 
Sees Record Full of Inspira- 
tion for All 


MAKES STIRRING SPEECH 


Importance of Individual Emphasized— 
Danger in Shifting Responsibility 
to Government 


NEW YORK, April 26.—Life insur- 
ance, by the soundness of its principles, 
its stimulus to the individual’s sense of 
responsibility and cooperation and the 
confidence which its record has inspired, 
may well serve as a guide to the nation 
in the solution of its problems, Presi- 
dent E. D. Duffield of the Prudential 
declared at the banquet which termi- 
nated the company’s three-day conven- 
tion. 

“We had a new era in 1929, and we 
are told that we are in one now,” he 
said. “Times change but the surest 
way to progress is by scrutinizing the 
past. Progress depends not so much 
on speed as on direction. The Pruden- 
tial has been able to adapt itself to 
changing conditions, but all the changes 
are based on experience—a_ lesson 
which we as a nation may observe to- 
day. The way of progress is at least 
to estimate the path. 


Means of Meeting Obligations 


“From life insurance we may learn 
the importance of the individual. The 
man who takes life insurance recognizes 
that as an individual he has certain ob- 
ligations which he, and he alone, can 
perform. He turns to life insurance to 
meet those obligations. We should im- 
press on our people that the individual’s 
obligations cannot be evaded by shift- 
ing them to a government. The gov- 
ernment may aid, but as Job Hedges 
said, ‘A government is something to live 
under, not to live on.’ 

“Danger lies in dulling individual re- 
sponsibility and shifting it to the gov- 
ernment. No matter what*reforms are 
instituted, men must act as individuals 
or the evils they are trying to eradicate 
will remain. Life insurance has pointed 
to the advantage of cooperation. Men 
are ordinarily prone to attack each 
other, vilifying one another, attacking 
motives, questioning good faith. 

“Life insurance has instilled con- 
fidence, and we must have confidence 
if we are going to make progress along 
useful lines. People have entrusted - 
their funds to life insurance when nearly 
all other financial institutions were 
under suspicion. In the past decade we 
have not conducted politics or business 
generally on a basis which has inspired 
trust and belief, but confidence will 
come out of the depression because of 
the development of trust and character.” 

Governor Paul V. McNutt of Indi- 
ana was one of the speakers. 
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Philadelphia Sales Congress Develop; 


Highly Valuable Suggestions 


PHILADELPHIA, April 26.—There 
is too much kowtowing to the prospect: 
the agent should hit him straight be- 
tween the eyes with the force of his 
presentation, said G. J. Kutcher, general 
agent in New York City of the North- 
western Mutual Life, speaking at the 
Philadelphia sales congress. 

“This is a swanky business,” he de- 
clared, “and you don’t have to back- 
step for anybody. Don’t be afraid to 
tell the prospect what’s what. Usually 
his morale is down and he welcomes a 
strong man who can put across a force- 
ful and convincing message. The worst 
you can get is a ‘No. No one kicks 
you out—at least they don’t kick me 
out. If I flop I’m sorry for the man 
and his family but I know I’ve put 
everything I had into it. 


Simple Formula Effective 
in Showing Interest Yield 


“When a man starts telling you how 
much insurance he has, just tell him to 
‘drop the last three noughts off the face 
amount, and that will be roughly the 
weekly income that he will be leaving 
his wife. If he has $17,000 of insur- 
ance he may feel pretty good until you 
show him that this means only $17 a 
week to his wife and family.” Mr. 
Kutcher gave some practical hints for 
getting past critical points in the sale. 

“If a prospect asks you, ‘What is 
my rate?’ and you tell him, you are 
on your way out, whether you know it 
or not. Don’t give it to him. He may 
have just paid a term or a semi-annual 
premium, and the comparison will make 
yours look high. Just say, ‘How do I 
know what your rate is? I don’t -do 
the selecting or rating. My company 
sells policies with premiums all the way 
from $10 to $100 a thousand. I don’t 
think you'll want the cheapest and I 
don’t think you'll have to take the high- 
est rate. I imagine we can squeeze you 
in somewhere around $30 a thousand.” 


Advises Against Term 
Plan to Cover Loans 


Mr. Kutcher discouraged the selling 
of term insurance to cover policy loans, 
suggesting instead the “six plus two” 
plan, the six being the interest on the 
loan and the two being the premium on 
an ordinary life policy, the latter fig- 
ure being variable with the age of the 
prospect. He also advised agents to 
take a more hard-boiled view of their 
prospects’ time-wasting tactics. 

“Who is he to waste my time?” said 
Mr. Kutcher. “Why should I spend 
even 15 minutes figuring out an insur- 
ance plan for him if he won’t give the 
doctor 15 minutes? 
sometimes say: ‘This plan will take me 
about 35 minutes to figure out. I cer- 
tainly deserve 35 minutes of your time 





Weekly Production Men 
Have Excellent Records 





Five men of the Lincoln Na- 
tional Life force have more than 
500 weeks of consecutive weekly 
production to their credit. These 
old timers in the week-by-week 
ranks of business getters have not 
allowed the four slim years just 
passed to interfere with the all im- 
portant item of getting at least 
one application every week. They 
are: O. F. Gilliom, Berne, Ind., 
1,019 weeks; D. E. Peavy, Beau- 
mont, Tex., 671 weeks; C. B. Rit- 
tenberry, Amarillo, Tex., 629 
weeks; S. H. Annis of Detroit, 
620 weeks, and W. B. Gorby of 
Pittsburgh, 545 weeks. 
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in which to present it to you. I'll cut 
my time down to 17 minutes if you 
will give the other 17 minutes to the 
doctor,’ 

“If you have trouble getting a man 
examined when it has to be done by 
two doctors, try this: ‘I know you are 
a very busy man, so I'll cut the ex- 
amination time in two by having two 
doctors come up instead of one.’”’ 


Sometimes Treats Rebate 
Seeker as a “Chiseler” 


In dealing with prospects who ask 
for rebates, the man who doesn’t know 
any better can usually be set right, but 
the type to whom ethics means nothing 
can sometimes be handled by a semi- 
serious threat to report the prospect to 
NRA headquarters as a chiseler, the 
speaker said. 

“If a prospect interrupts your presen- 
tation by asking how your company’s 
rates compare with the XYZ company, 
don’t get into an argument, but just try 
saying in a casual way, ‘I think they 
beat us,’ and then go on from where 
you jwere interrupted,” Mr. Kutcher 
suggested. “Then sometimes, you will 
run into a grouch who starts to rant 
against life insurance, talking about high 
salaries and dividend cuts. Just let him 
explode, and when he is finished, ask 
him, ‘But why do you hate me? Why 
take it out on me?” Later, write him 





a letter saying that you are sorry you 
called at such an inopportune moment 
and you hope that the next time you 
call he will just have received a big 
order. Even if he is a confirmed grouch 
he will be on his good behavior the 
next time you ‘call. 

“Be-sure your prospects appreciate 
what a fine job you have done for them. 
If they don’t thank you for it, get an 
acknowledgment out of them by asking, 
‘Isn’t that a beautiful job?’ Don’t thank 
a man for the business he gives you. 
What you can thank him for is the cour- 
tesy of sitting down and letting you 
talk to him. Finally, if you can’t sell 
him, pave the way for another inter- 
view. Instead of a sickly smile and a 
murmur about ‘Better luck next. time,’ 
tell him emphatically that you want to 
thank him for shooting square with you 
and listening to your proposition.” 


Long Term Objective, Well 
Defined, Is Prime Need 


A well-defined, long-term objective is 
of the first importance to the man who 
wants to be a better than average 
agent, said J. Elliott Hall, who recently 
retired as general agent of the Penn 
Mutual in New York City. He said 
that last August he asked seven olde- 
men in the agency to write down their 
objectives and none could list a real 
one. Yet one agent, G. A. Jackson, 


Management Association to 
Hold Mid-West Conference 


The mid-west special conference of 
the Life Office Management Association 
will be held at the Edgewater Beach 
hotel in Chicago, May 21-22. The gen- 
eral theme of the conference will be 
“Home Office Investment and Prop- 
erty Routine.” R. O. Fowler, superin- 
tendent of the mortgage loan depart- 
ment of the Connecticut General, is gen- 
_ chairman. The program is as fol- 
Ows: 


Monday Morning, May 21 


“An Investment Policy for a Life In- 
surance Company,” A. A. Rydgren, presi- 
dent Continental American Life. 

“The Control of Insurance and Taxes 
on Properties Owned and Mortgage 
Loans,” R. O. Fowler, superintendent 
mortgage loan department . Connecticut 
General Life. 

A. Insurance: 

1. Records established at time of new 
loan or renewal. 

2. Selection of insurance companies. 

3. Type of insurance acceptable. 

4. Mortgage clauses. 

5. Special clauses in territories hav- 
ing peculiar hazards. 

6. Control of. expiries. 

7. Method of checking policies. 

8. Filing of policies. 

9. Records of coverage. 

10. Claims—How they are handled. 

11. Insurance and losses during fore- 
closure, receiverships, and moratorium 
periods. 

B. Real Estate: 

1. Reports on properties by home 
office representatives. 

2. Reports from inspectors of insur- 
ing companies. 

3. Types of insurance carried. 

4. Advantages or disadvantages of 
placing all of any one type of insurance 
with one company or through one 
broker. 

5. Value of a standard policy for en- 
tire country. 

Cc. Taxes: 

1. Records established when making 
a new loan or renewal. 

2. Method of maintaining accuracy so 
that no taxes are paid on loans 
liquidated. 

3. Checking of taxes against records 
of local tax collectors. 








4, Checking and payment of taxes at 
branch offices and home office. 

. Tax records maintained 
branch office and home office. 

6. Filing of tax receipts. 

7. Delinquent tax procedures to avoid 
securities being sold for taxes. 

8. Checking of assessed valuations. 

9. Value of local contact with tax col- 
lecting officers. 

“The Collection of Delinquent Inter- 
est.” (Speaker to be selected.) 

1. Collection organization. 

2. Notification of collections and ad- 
vances. 

3. Control of collection records at 
home office and branch office. 

4, Collection procedure. 

5. Assignments of rental. 

6. Handling of funds collected in the 


in the 


“1 Policy regarding legal proceedings. 
Monday Afternoon 


“Home Office and Field Organization 
for Mortgage Loan and Property Activi- 
ties for the Small and Medium-Sized 
Company,” T. A. Murphy, secretary mort- 
gage loan department Lincoln National 
Life. 

“Home Office Control of Branch Loan 
Offices and Correspondents,” H. F. 
Chadeayne, secretary General American 
Life. 

1. Instructions to the field organiza- 
tion regarding company policies and 
routines—branch office manual, other 
written instructions, 

Home office contacts with field or- 
ganization. 

3. Forms and records. 

‘ 4. Periodic reports by field organiza- 
on. 

5. Branch office control 
spondents. 

“Accounting Methods and Routines for 
Investments Other Than Mortgage Loans 
and Properties Owned,”.W. F. Hager- 
man, auditor Minnesota Mutual Life. 

1.. Control of stocks and bonds: (a) 
dividend date, (b) interest rate, (c) ma- 
turities, (d) description and rating of 
security. 

2. Amortization. 

8. Accrual of discounts, 

4. Accounting records governing col- 
lection of interest and principal. 


(CONTINUED ON PAGE 21) 
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who laid out a ten-year program { 
himself, is now up to his eighth yy 
level although he has been in the by, 
ness only four and a half years. 

Mr. Hall said he was “disturbed }y 
not discouraged” by, the fact that 
percent of the men in his agency pr 
duced 48 percent of. the lives and} 
percent of the volume. He said thy 
when he mentioned this in an agen 
meeting one of the agents said, “T; 
trouble with us is that we are discoy 
aged but we are not a bit distur 
about it.” 

Mr. Hall described his own extensiy 
life insurance program, and said th 
he had “fallen: from grace” only one 
when he invested $10,000 in a fixed iy 
vestment trust, a transaction on whi 
he would have to take a heavy loss 
liquidate now. The rest of his inves, 
ments, he said, except for his farm, con 
sist solely of life insurance. He urge 
everyone present to get Professor Wz 
ren’s book and read the chapter on i 
vestments, which lists the four best js 
vestments as: (1) education, to ins 
being able to cope with changed cont 
tions; (2) life insurance; (3) land, prej 
erably a farm, and (4) an annuity f 
old age. 


Subject of Psychology 
Discussed by Professor 


It is almost useless to try to deli 
into the prospect’s psychology, sin 
about 95 percent of the selling proces 
depends on the salesmanship used ar 
a nearly negligible fraction upon a 
knowledge of the prospect’s psycholog 
cal makeup, said Dr. E. B. Twitmya 
head of the University of Pennsylvani 
department of psychology. 

Dr. Twitmyer ridiculed the system 
which purport to enable salesmen | 
judge the prospect’s psychology, sayia 
it would take about 12 hours usi 
scientific methods to determine this a 
curately, and that even if the agent ha 
the information it would do him 
good unless he “had the stuff.” 

Study of psychology, rather, shoul 
concentrate upon the agent himself, h 
said. Success in selling, aside from th 
factors of stimulated desire, defeated r 
sistance on the part of the purchase 
results, he said, from the integrate 
force of four aspects in the seller's psy 
chological makeup: 


Four Success Factors of 
Salesman Are Cited 


(1) The amount of disposable eneti 
available; (2) the level of intellect 
functioning, showing itself in a col 
mand of facts within a specific field ant 
the broader knowledge which tends tt 
inspire respect and confidence; (3) th 
ability to maintain a repetitive perform 
ance with energy, as ennui, distast4 
etc., do more to reduce efficiency th 
does fatigue; (4) the amount or le 
of intelligence, defined as the ability # 
solve what is a new problem for th 
individual, required in some degree b 
every non-repetitive performance. , 

The degree to which an_ individ 
possesses these qualities depends 
marily on heredity, Dr.. Twitmyer $4 
The level at which they function is 3 
ways within the limits set by inher 
tance but the individual has the pow 
through training, self-discipline and 
wardly engendered drive to appro 
the highest boundary of his inheritard 
Some now in the business, he % 
ought not to be trying to sell insurant 
Others should not try to get above" 
$5,000 policy class, while some sho 
try to concentrate on the $100,000 lert 

The address of welcome which me 
the sales congress was made by 
Hergesheimer, general agent No ’ 
western Mutual, Philadelphia, and pre 
dent Philadelphia Life Underwriters 4 
sociation. 
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Qur Home Life Business Is 
Awarded to Illinois Bankers 





LIEN OF 100% IS IMPOSED 





Assets of Florida Company are Virtually 
Worthless—Insurance In Force 
About $8,000,000 





Reinsurance of the business of the 
defunct Our Home Life, a Florida char- 
tered company, with executive offices in 
Washington, D. C., was awarded to the 
Illinois Bankers Life of Monmouth, Iil., 
by the District of Columbia court. The 
Illinois insurance department has ap- 
proved the contract. Most of the busi- 
ness of the Our Home Life was in the 
District of Columbia, Virginia, Mary- 
land and Florida and the Illinois Bank- 
ers Life has now been licensed in those 
places. Most of the business of the Our 
Home Life was ordinary, although it 
did have some semi-industrial business. 
Insurance in force at the time of the 
receivership amounted to about $8,- 
000,000. 

Under the reinsurance contract, there 
is a 100 percent lien on reserves, but 
the lien is waived so far as death claims 
are concerned for 10 years. Interest on 
the lien is 43%4 percent until 1944 and 
3% percent thereafter. 


Assets Practically Worthless 


The principal asset of the Our Home 
Life was preferred stock in the home 
ofice building in Washington. However, 
this seems to be pretty much of a wash- 
out, since interest, mortgage and taxes 
are past due. The assets of the company 
are practically worthless. 

There were about six other bids for 
the reinsurance, including the American 
Insurance Union, Inc., of Columbus and 
the Peninsular Life of Jacksonville, Fla. 


Provisions of Contract 


The contract provides for reinstate- 
ment, without evidence of insurability, 
of policies, which lapsed since Jan. 31, 
the date of the receivership. Accrued 
death claims are to be paid in 90 days 
from the Our Home Life account. 

Endowments, which matured prior to 
the effective date of the reinsurance, will 
be paid in full. Endowment policies 
ym thereafter are subject to the 
jen. 

Holders of paid up policies have two 
options. One is to continue the insur- 
ance in force for the face amount sub- 
ject to the 100 percent lien, with 4% 
percent interest. If the interest is not 
paid when due, the policy shall- lapse 
and the amount of paid up insurance 
shall be the amount which any available 
credits will purchase. 


Second Option Given 


The other option is to reduce the 
amount of paid up insurance to 15 per- 
- of the original amount, free from 
jen. 

Policies on extended insurance shall 
be reduced to 15 percent of the amount 
Provided, free from lien. 

Double indemnity benefits under pre- 
mum paying policies are not affected 
in any way. 

Payments past due on the date of the 
receivership, and payments thereafter 
falling due on account of annuities and 
supplementary contracts which were 
outstanding as of Jan. 31, shall continue 
to be paid in accordance with their 
terms, 

Waiver of premium and income dis- 
ability benefits on claims incurred and 
alowed prior to the reinsurance con- 
tract are continued in full force. Fur- 
thermore, waiver of premium benefits 
existing policies are continued. In- 
come disability is not continued and the 
Cost of the insurance is reduced. 

Funds left on deposit are subject to 
the lien, without interest, however. 

H he company with which the Our 
ome Life has been reinsuring its ex- 
(CONTINUED ON PAGE 22) 





R. E. Irish With Union Mutual 








S. B. PHILLIPS 


PORTLAND, ME., April 26.—Syl- 
van B. Phillips, president of the Union 
Mutual Life of Portland, announces the 
election of R. E. Irish of Chicago as 
second vice-president. Mr. Irish has al- 
ready taken up his new duties. His ap- 
pointment is the first step in a program 
of growth and expansion decided upon 
by the directors at the time of Mr. 
Phillips’ election to the presidency last 
October. 

Mr. Irish has had an extended and di- 
versified life insuramce experience. He 
began 20 years ago in Minneapolis as 
an agent for the Reliance Life of Pitts- 
burgh. After a few years of rate book 
carrying he was appointed western su- 








R. E. IRISH 


pervisor of agencies for the Reliance 
Life with headquarters at Minneapolis. 

Later he went with the National Life, 
U. S. A., as superintendent of agencies, 
and for several years past he has been 
vice-president of the Central Life of 
Illinois. Mr. Irish is one of the younger, 
middle-west life company executives. 
He has had broad executive experience, 
has intimate knowledge of life insurance 
and a personality that commands 
friendship and loyalty. 


The mid-year meeting of the execu- 
tive committee of the Industrial Insur- 
ers Conference will be held at Atlanta, 
May 10-11. 








tracts. For example— 


Independence Square 











SCRUPULOUS PERFORMANCE 


Claims under binding receipts are received by 
every company. And their payment supplies con- 
stantly recurring demonstrations of the scrupulous 
fairness with which life insurance carries out its con- 


This man applied for a $2,000 Ordinary Life policy on a 
recent June 4. Premium prepaid, and a binding receipt given. 
The medical was made on June 6. The Medical Examiner 
mislaid his report and it was not found until June 22. Mean- 
while the policyholder had died. The Home Office found the 
application to be a wholly acceptable one, and, under the 
terms of the binding receipt, the claim was promptly paid. 


Once in a long, long while some loose-tongued 
individual declares that “life insurance companies beat 
out all the claims they can,” and once in a long, long 
while one of those futile omniscients who afflict cer- 
tain types of periodicals makes a similar statement 
to his small congregation of readers. Incidents such 
as the above—available in every company’s files— 
provide a complete refutation. 


0 


THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 


Philadelphia 





Peoria Life Developments 
Are Coming Thick and Fast 


BATTLE IS SEE-SAW AFFAIR 





Insurance Director Palmer First on 
Then Niehaus - Roosevelt 
Crowd Do Victory Dance 


Top, 





Developments in the Peoria Life case 
have been coming thick and fast during 
the past week, with Insurance Director 
Palmer of Illinois appearing to be on 
top one moment and the Peoria local 
interests, augmented by G. Hall Roose- 
velt, the President’s brother-in-law, 
seeming to have the advantage the next 
moment. 

Roosevelt and his crowd were doing 
a victory dance when Circuit Judge 
Niehaus of Peoria, foe of Mr. Palmer, 
officially turned the Peoria Life over to 
the Peoria Mutual Life, into which 
Roosevelt proposes to put $500,000. The 
Illinois supreme court declined to issue 
an order, at the instance of Mr. Pal- 
mer, staying execution of the Niehaus 
order. 


Supreme Court Decision 


These developments came after the 

Illinois supreme court, in an opinion re- 
buking Niehaus, reaffirmed its decision 
that the insurance director has the ex- 
clusive right to nominate receivers for 
insurance companies in the state courts 
and directing Niehaus to get rid of the 
receiver, whom he appointed—G. A. 
Shurtleff. This left Mr. Palmer’s re- 
ceiver, C. V. O’Hern, in charge. 
_ This week O’Hern is placing adver- 
tisement seeking bidders for the assets 
of. the Peoria Life, thus ignoring the 
Niehaus order transferring the business 
to the projected Peoria Mutual Life. At 
the same time, Mr. Palmer filed an ap- 
peal from the Peoria circuit court to 
the Illinois supreme court on Judge Nie- 
haus’ approval of the mutualization 
scheme. 

On Monday of this week Roosevelt 
and his people held a meeting and pro- 
ceeded to elect officers of the Peoria 
Mutual Life, following which Roosevelt 
delivered a pep talk. Roosevelt was 
elected president and M. M. Baker of 
Peoria, who had been president of the 
Peoria Mutual Life for a few weeks, 
was made chairman of the board. W. 
D. Bardens! of Monmouth, IIL, was 
elected secretary and J. W. McDowell, 
Peoria, treasurer. Roosevelt announced 
he would make his residence in Peoria. 
He has been located in Cleveland as 
sales manager for an oil company. 


Palmer Issues Statement 


Mr. Palmer issued a formal statement 
Tuesday in which he said that the Nie- 
haus order, turning over the assets of 
the Peoria Life to the projected Peoria 
Mutual Life, being contrary to the re- 
cent opinion of the supreme court, is of 
no effect and does not pass title to the 
assets or business of the old company. 

The department is now prepared, he 
said, to proceed promptly in an orderly 
way to take all necessary steps to re- 
insure the company. Receiver O’Hern 
has advertised for reinsurance proposals 
which must be delivered to the receiver 
before May 14. Before the receiver re- 
ports to the court on proposals, the re- 
ceiver and the insurance department will 
give each proposer an opportunity to 
discuss his bid. No contract will be- 
come effective until approved by the in- 
surance director and the circuit court. 


Can Complete Deal Soon 


Mr. Palmer expressed the belief the 
contract could be awarded within 15 or 
av after the final date for filing of 

ids. 

The insurance department, he said, 
has no objection to the new Peoria Mu- 
tual Life under the revised plan of or- 
ganization and this new company will 
undoubtedly submit a bid. 
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Grogan Cites Virtues of 
Federal Reserve Life Plan 





CLOSE CONTACT ESTABLISHED 





Life-time Selling Scheme Creates Con- 
fidence in Agent on Part of 
Prospect 





George 'L. Grogan, vice-president 
Federal Reserve Life of Kansas City, 
Kan., in commenting on the company’s 
lifetime selling plan, points out that one 
of the valuable features is the creation 
of confidence in the agent on the part 
of the prospect because of the service 
that is rendered. 

The prospect is assured that agents 
are so remunerated that there is no in- 
centive for replacing old with new in- 
surance or recommending any pet form 
of policy. Furthermore, the policyhold- 
er’s service report enables the agent to 
place the insurance in the best order 
possible and make the premium con- 
venient to carry. 

The agent has what is known as an 
analyzer, outlining five specific needs— 
liquidation, family income, fixed liabil- 
ity, educational fund and retirement in- 
come. From this the policyholder is 
able to lay out and complete a program. 

The objective is to have the agent 
keep in contact with the policyholder, 
consulting him every six months and 
urging him to push his program toward 
completion. 

The plan establishes a much closer 
time and effort control and imposes a 
heavier responsibility in an effort to di- 
minish the possibility of the agent’s 
failure, lapsed business and orphaned 
policyholders. 


A. A. Bowers, formerly manager of the 
Zanesville, O., district of the Equitable 
Life of New York and agent at Colum- 
bus for 15 years, is dead. 








Convention Head 











J. A. HAWKINS 


J. A. Hawkins, vice-president and 
agency manager of the Midland Mutual 
Life at Columbus, O., was in charge of 
the agency convention held at the head 
office last week. He is one of the able 
agency generals of the west. 








Manufacturers Life Gains 


The Manufacturers Life reports that 
its United States business increased 72 
percent during the first three months of 
this year as compared with the same pe- 
riod last year. In Ontario, there was a 
24 percent increase, for Canada as a 
whole 11 percent, departments abroad 4 
percent and the company as a whole 15 
percent. 





Propose Life Insurance to 
Help Finance Universities 





PHILADELPHIA CONFERENCE 





National Organization Formed with Life 
Men Cooperating in Effort to 
Save Institutions 





PHILADELPHIA, April 26—A new 
national organization, with its purpose 
that of helping to finance colleges and 
universities through the medium of life 
insurance, was organized here when 
members of colleges, trust institutions, 
life companies and agents, and members 
of the bar held a first joint conference 
under the auspices of the Association of 
American Colleges. William Mather 
Lewis, president of the association and 
of Lafayette College, presided. 

The four groups decided to join hands 
and urge alumni of colleges and univer- 
sities to take out life policies or make 
bequests in wills, no matter how small, 
that colleges may survive. 


Stevenson, Huebner Speak 


Among the speakers were J. A. Ste- 
venson, Penn Mutual Life, general 
agent, Philadelphia, and Dr. S. S. Hueb- 
ner, dean American College of Life Un- 
derwriters, who pointed out what life 
insurance can do to solve the problem. 

Stephenson, former president 
American Bankers Association and vice- 
president Equitable Trust of Wilming- 
ton, Del., told what trust companies 
can do; R. T. McCracken, member 
Philadelphia bar, discussed the aid law- 
yers can give; G. A. Brakely, Univer- 
siy of Pennsylvania, and A. M. Palmer, 
Association of American Colleges, told 
of past methods of securing endow- 
ments. 

T. A. Gonser, Northwestern Univer- 
sity; F. A. Grisette, Alumni Loyalty 
Fund of North Carolina, and C. J. 




















Lincoln National Life to 
Feature Value of Income 


ee! 


A unique sales program tying in with 
the modern demand for income life jp. 
surance will feature the annual 193 
Hall month campaign of the Lincoly 
National Life. The contest will be helg 
May 1-May 30, in honor of A. F. Halj 
president, and has as its keynote “Ip. 
come Weeks.” The first week will be 
designated as “Income for Men” week 
During that time, the presentation and 
sale of policies providing old age in. 
comes for men will be stressed. A fea. 
ture of the sales kits for this week will 
be the new five-star annuity wheel of 
independence—the self-computing rate 
chart for any age from 20 to 50. 

The second week will be designated 
as “Income-for-the-family” week. Sales 
efforts in the general agencies will pe 
concentrated on the $100-a-month plan 
and the family income policy. 

The third week will be “Income for 
Business Women” week, and the last 
ten days of the month will be devoted 
to a “clean-up” of prospects in all three 
classes. 

















Miler, University of Pennsylvania, dis- 
cussed what colleges can do on their 
own campus and in the field to meet 
their needs to accord with changed con- 
diions. 

H. P. Rainey, president Bucknell Uni- 
versity, described how trust companies, 
life insurance and the legal profession 
can cooperate to the advantage of the 
colleges. 


Names Insurance Committee 


The San Antonio chamber of com- 
merce has appointed an insurance com- 
mittee of six members including three 
life insurance representatives and three 
fire. 
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AMERICAN 
CENTRAL 
LIFE 


INSURANCE 
COMPANY 


INDIANAPOLIS, INDIANA 


Serving in the Life Insurance Field Since 1899 

















* GUARDIAN LIFE * 
Consistent Gains by Guardian Field! 


* 


Business in March, 1934, exceeded that for 
March, 1933, by 57% in volume—likewise a 57% 
increase in number of lives! 









March increase is fifth consecutive monthly gain 
. eighth increase in the nine months of the 
current Club Year, which commenced July 1, 1933. 


The first quarter of 1934 shows a paid-for in- 
crease of 31%—a 48% increase in number of lives! 


* 
THE GUARDIAN LIFE 


INSURANCE COMPANY OF AMERICA 
ESTABLISHED 1860 
50 UNION SQUARE NEW YORK CITY 




























WANTED: Meal 


BUFFALO MUTUAL States of 
LIFE INSURANCE COMPANY 
— "New York 


and Ohio 


There are many men who would make good local and district 
managers for this 62 year old Company. Weare trying to find 
them. And when we do they will be glad to hear our story. 
But, frankly, the best managers we have found were men who 
started with us as agents. Our problem is to fit good men to 
available territory in the states of Ohio and New York. 


Buffalo Mutual Life is a progressive Company, growing fast, 
but not so large as to make individual attention and instruction 
difficult. If you feel you are managerial material and are will- 
ing to prove it by starting as an agent, write in confidence 
and detail to E. Parker Waggoner, Supt. of Agents, Buffalo, N.Y. 





18 POLICIES... Birth to Age 60... DEPENDABLE PROTECTION 


Whole Life Special @ 20 Payment Life Special @ Multiple Option Life and Annuity 

10 and 20 Year Modified Ordinary Life @ 10 and 20 Year Family Income @ Endowment 

at Age 65 @ Ordinary Life, Endowment at 85 © 20 Payment Life, Endowment at 85 

@ 10, 15 and 20 Year Endowment @ Special Convertible Term @ 10 Year Term © 
Children’s Policies (Three Forms) Birth to Age 10 





15 
























The Columbus Mutual 
OFFERS 


Firs:—LOW COST INSURANCE TO SELL. 






















Second—LIBERAL COMMISSIONS FOR SELLING IT. 


(An Unusual Combination) 








Third—IDEAL WORKING CONDITIONS. 





Vested Renewals— 

Unrestricted Territory— 

Automatic Promotion— 

Equality of Opportunity— 

The Right to Build Your Own Agency— 

No one to interfere, dictate or coerce— 

Every influence helpful, inspirational— 

Reward determined not by chance, by guess, 
or by favoritism, but by results— 

The larger the production, the higher the rate 
of compensation— 





















You do not have to fight for a better contract— 
You rise to your rightful level without let or hindrance. 





THE COLUMBUS MUTUAL LIFE 
INSURANCE COMPANY 
COLUMBUS, OHIO 
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Awards Are Announced in 
Health Conservation Year 





RECORD LEADERS IN GROUPS 


Brookline, Mass., Detroit, Milwaukee, 


New Haven and Syracuse Are 
Given Special Certificates 





The United States Chamber of Com- 
merce announces that special certificates 
of merit will be awarded in the 1933 
inter-chamber health conservation con- 
test to each of the following cities: 
Brookline, Mass., Detroit, Milwaukee, 
New Haven and Syracuse, N 

No distinction in rating has been 
made between the five cities selected for 
this distinctive honor. These cities, 
having won the health conservation 
contest on two previous occasions, were 
not included in the regular population 
groups, but were placed in a special 
honor group. 

The names of the winning cities in 
the 1933 health contest are announced: 
For cities of 500,000 population and 
more, Baltimore gets first place, with 





Chicago and Pittsburgh receiving hon- 
orable mention. Between 250,000 and 
500,000, Rochester, N. Y., gets first 
award, with honorable mention for Cin- 
cinnati, Oakland, Cal., Newark, Toledo, 
and Kansas City, Mo., tied with Dallas. 
Between 100,000 to 250,000 population, 
Hartford wins the first award, with 
honorable mention for Grand Rapids, 
Mich., Duluth, Reading, Pa., Erie, Pa., 
and Honolulu. Between 50,000 and 
100,000, Schenectady, N. Y., receives 
first place, with honorable mention for 
Pasadena, Cal.; Evanston, IIl.; Madison, 
Wis.; Charleston, S. C., and Harris- 
burg, Pa. Between 20,000 and 50,000 
population, Hackensack, N. J., leads, 
with honorable mention for Santa Ana, 
Cal.; Watertown, N. Y.; Pittsfield, 
Mass.; Maplewood, N. J., and Hagers- 
town, Md. Under 20,000 population first 
award goes to Palo Alto, Cal., and hon- 
orable mention to Chestertown, Md.; 
Helena, Mont.; Winnetka, IIl.; Mc- 
Comb, Miss.; Emporia, Kan., and Rich- 
mond, Ky. 


Two Agents’ Fine Records 
F. H. Conrad of Johnstown, Pa., and 
C. A. Thomas of York, Pa., agents of 
the Equitable Life of New York, have 
completed their fifth anniversaries as 





producers of an application every week. 
Mr. Conrad’s average has been 57 a 
year and his paid volume has averaged 
$325,100. Mr. Thomas has a yearly 
average of 43 paid cases and had $1,- 
000,000 to his credit during the five 
year period. 


Two Companies Are Licensed 


The Los Angeles Mutual Life. with 
O. S. Weide, president, K. B. Erickson, 
secretary has been licensed to operate 
in California. The Angelus Mutual Life 
with A. H. Greene, president, T. A. 
Greene, secretary-treasurer is also li- 
censed. The Los Angeles Mutual orig- 
inally operated as a chapter 452-F com- 
pany which is a classification claiming 
eexmption from the insurance depart- 
ment’s supervision. The company has 
now qualified as regular assessment life 
organization. 


Reliance Sponsors Broadcasts 


The Reliance Life of Pittsburgh is 
sponsoring a series of half hour broad- 
casts over station KDKA in Pittsburgh. 
The first broadcast, concerning develop- 
ment of aviation, was given April 19 
and the next will be ont the history of 
railroads, April 26. 








STRENGTH 


eration. 


tioning. 


The value of such strength is apparent to 


progressive agencies. 


CONTINENTAL 


CASUALTY * ASSURANCE 


cucaco COMPANIES 


ILLINOIS 


Financially Sound 


Continental growth and expansion, ever 
conservative in the interests of stability, 
has made haste slowly. 


foundation was, and is, the first consid- 


Today Continental capital, surplus, re- 
sources and special reserves are more than 
adequate to withstand the most severe 
financial and economic disturbance. Con- 
tinental DURABILITY is beyond ques- 


Firm financial 











—— 


Goes with Hercules 


es! 











WALTER E. WEBB 


Walter E. Webb, former executive 
vice-president of the National Life of 
U. S. A., former chairman of the As- 
sociation of Life Agency Officers and 
member of the executive committee of 
the American Life Convention, has gone 
with the Hercules Life of Chicago, 
Sears, Roebuck & Co. subsidiary. Since 
the National of U. S. A. failed, Mr. 
Webb has been acting as adviser to Re- 
ceived P. J. Lucey. 

The new duties of Mr. Webb are in 
agency development and conservation. 
General Manager Carl L. Odell of the 
Hercules stated in making the announce- 
ment: 

Odell Makes Statement 


“Mr. Webb is especially well equipped 

to fit into the Sears-Roebuck insurance 
affiliates. He has had not only an ex- 
tensive training and experience in the 
technical phases of the business, but has 
also spent many years in actual field 
work and dealing with all policyholders’ 
insurance problems. He has a field man- 
policyholder viewpoint which will be 
extremely valuable in connection with 
the conservation and field problems of 
the Hercules. 
“Our regard for him is fully shared 
by the insurance fraternity. It is our 
opinion that Mr. Webb will make a 
most constructive contribution to our 
program.” 


Degree of Honor Members 
of Missouri in Convention 





The Degree of Honor Protective As- 
sociation held its Missouri state conven- 
tion in St. Louis April 23-24. Juniors 
of the organization exemplified theit 
work the evening of April 23 by initi- 
ating a class of 150. Speakers at the an- 
nual banquet included President H. J. 
Wuennenberg of the Missouri Fra- 
ternal Congress, and Gregory Beccard, 
president St. Louis chapter. A class of 
75 new members was initiated by St. 
Louis lodges with Mrs. Violetta Werner, 
state president, in charge. 


Insurance Men in Detroit Drive 


DETROIT, April 26—John A. Reyn- 
olds, president Detroit Life, led the De- 
troit board of commerce to victory 
its drive for funds and new member- 
ships, completed this week. Two of the 
four “colonels” are insurance men: 

E. Lackey, general agent Massachusetts 
Mutual Life, and C. H. Murphy, for- 
mer president of the Detroit board © 
fire commissioners. Conspicuous among 
the “captains” were P. B. Bland, presi- 
dent Cadillac Insurance Agency; H. 

VandeWalker, state agent Ohio State 
Life, and H. K. Schoch, general agent 








Aetna Life. 
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Program for Des Moines 


Meet of Ad Men Is Ready 





COMMISSIONER CLARK SPEAKS 





Many Aspects of Publicity Work to Be 
Covered in Round Table 
Conference 





The program for the north central 
round table meeting of the Life Ad- 
vertisers Association to be held May 
4in Des Moines following the southern 
regional round table conference in 
Greensboro, N. C., April 9-10, is an- 
nounced by S. A. Swisher, assistant 
superintendent of agencies, Equitable of 
Iowa. 

N. A. White of the advertising de- 
partment of the Provident Mutual, 
president of the L. A. A. will preside 
at a meeting of the executive committee. 


Discuss Principal Services 


The program deals with principal 
services Of an advertising department, 
speakers being representative. Com- 
missioner Clark of Iowa will address 
the conference. The commitee in charge 
consists of Mr. Swisher, B. N. Mills, 
secretary Bankers Life of Des Moines; 
Richard C. Budlong, publicity director 
Northwestern National Life. The Wa- 
konda country club will be the place 
of meeting. The program is: 

“Cooperative Institutional Advertis- 
ing,” H. V. Wade, assistant to presi- 
dent, United Mutual. 

“Outdoor Advertising,” F. L. Fisher, 
advertising manager Lincoln National. 

“Policyholders’ Magazines; Are They 
Worth What They Cost?” John H. Mc- 
Carroll, advertising manager Bankers 
Life of Iowa. 

Address, Commissioner E. W. Clark of 
Iowa. 

“National Advertising,” D. B. Slattery, 
manager direct mail department Penn 
Mutual. 

“Practical Use of Visual Sales Mate- 
rial,’ E. E. Cooper, field supervisor 
Equitable of Iowa. 

“Agency Publications,” C. I. D. Moore, 
vice-president Pacific Mutual. 

“Planning Sales Contests,” R. C. Bud- 
long. 


Plans for the Round Table 
Conference in Washington 








At the annual meeting of the United 
States Chamber of Commerce the in- 
surance division will have a special pro- 
gram. On May 1, at the luncheon of 
the national councillors, awards will be 
made to the winners in the six popu- 
lation groups in the inter-chamber fire 
waste contest. President W. H. Koop 
of the Great American, who is also 
president of the National Board, will 
make the presentation. Alfred Hurrell, 
Vice-president of the Prudential, will 
present awards to the winning cities in 
the inter-chamber health conservation 
contest. On the afternoon of May 3, 
there will be the insurance round table 
conference when the speakers will be 
President M. J. Cleary, Northwestern 
Mutual Life; Secretary J. J. Fitzgerald, 
Grain Dealers National Mutual Fire of 
Indianapolis, and R. J. Sullivan, vice- 
President of the Travelers. 


Curtails Annuity Sales 

LINCOLN, NEB., April 26.—The 
holding of Attorney-General Good that 
annuities are taxable has partly demor- 
alized the sale of that form of insur- 
ance coverage here. . Several agents 
have had contracts, just completed or 
about to be signed up, canceled or sent 
back. A test case to determine the 
validity of the rulings will be filed soon. 
Insurance men are relying on the fact 
that the supreme court, in Laub vs. 
Furnas county, decided a dozen years 
ago that until the legislature provided 
a means by which to ascertain the value 
of policy reserves that they were not 





taxable. In the case of life annuities, it 
is pointed out, the same question in- 
trudes, as the legislature has failed to 
set up a formula for. ascertaining the 
taxable value of annuities. 


Nebraska Figures Given 


LINCOLN, NEB., April 26.—Life in- 
surance in force, including fraternal, in 
Nebraska at the end of 1933 totaled 
$1,073,000,000, a decrease of $122,000,- 
000 from the 1932 total of $1,195,000,000. 
The leading companies in new business 
in 1933 were: 


mankore. EAle, Nes... <2. ce ances $6,377,000 
American Reserve, Neb........ 6,087,000 
PEER Mt cede coecée screws 4,952,000 
Ge WON TAG os coin vec cis eden 0 
PE an nn eéi one are sews 


Bewerty LAte, NOD... ..ccccesce 
WeaGieene GE IN. Yan 5 ies ies tiews 
Northwestern Mutual 
Mutual Benefit 
Northwestern National ... 
Union Central 
Aetna 





The Samuel Heifetz agency of the 
Mutual of New York in Chicago is con- 
siderably ahead of 1933 for tke year to 
date. Written business totaled twice as 
much in April as in April, 1933, and the 
agency is $1,000,000 ahead for the frst 
four months. 














Sales Strides in First Quarter 








Twenty-two agencies of the State 
Mutual Life of Worcester showed gains 
for the first quarter of more than 25 per- 
cent. The increase is making the State 
Mutual’s 90th anniversary year a ban- 
ner one. In addition to these large 
gains, nine more agencies showed in- 
creases over last year’s quarter. The 
following offices showed more than 100 
percent gains: Cincinnati, Newark, In- 
dianapolis, Detroit, Knoxville, Omaha, 
Worcester. 

2 & 

The Acacia Mutual Life’s first quar- 
ter was the best since 1930. Net pro- 
duction increased 44 percent with a total 
of $10,700,000. An excellent conserva- 
tion record was also established for the 
first quarter. 

*x* * * 

New paid sales of the Connecticut 
General Life showed a gain in the first 
quarter, 57 percent of its agencies show- 
ing gains. The Boston agency, man- 
aged by J. V. Gridley, ended the first 
quarter 19 per cent ahead of its propor- 
tionate premium quota. The Springfield, 
Mass., agency conducted a special cam- 


paign in March in honor of Manager H. 
E. Barlow’s birthday and wrote 121 per- 
cent of its quota of applications. The 
Indianapolis agency exceeded a month’s 
campaign quota of written applications 
by over 26 percent in honor of Man- 
ager H. E. Nyhart. 
*x* * * 


If production of the Union Central’s 
branch in Chicago under Manager H. 
A. Zischke continues at the rate main- 
tained so far this year, paid business for 
1934 will be nearly double that last year. 
The paid volume to date is well over 
$3,000,000. In April the agency will 
ipay for more than $800,000. 

* * x 


The W. E. Hitchcock agency of the 
Midland Mutual Life in Cleveland 
showed a 44 percent increase for the first 
quarter. 

o £4 

The Sun Life of Canada’s Minneap- 
olis branch in an analysis of its busi- 
ness for the month ending April 12 
shows a 100 percent increase over the 





paid-for figure of April, 1933. Of par- 
ticular interest also is the fact that the 
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IF every NYNL policyholder a | | } | ——F 
asked for the cash surrender or ——— 
loan value of his policy—what = a I = 
would be the result? a 4 — = 
The answer to that question provides —" a 
astonishing proof of the ability of well -—— f 
managed life insurance companies to eb = 
withstand the shocks all companies =O = 
have met since 1929 and yet, at the = =| — 
same time, to handle their affairs so as f 
to be today in better position to meet panes i 
unusual demands than ever before. 
Here is the Answer! 
*‘If the bonds held by the Company 
at the end of the year were sold at ¢ 
actual market quotations, the money 
received, together with the cash on 
hand December 31, 1933, would pay L 
98.6 per cent of these cash demands. 
Such cash and bonds represent less 4 
than half of the Company’s assets.” 
1 = 
NORTHWESTERN NATIONAL = ¢ 
LIFE INSURANCE COMPANY Zt, 
©. 5. ARNOLD, paswaxt A A Yp 
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GOES FORWARD 


Of the 287 leading Life Insurance Companies 
ranked by the National Underwriter on vol- 
ume of Life Insurance in force on December 
31, 1933, the B. M.A. stood in 81st place. 


At the close of 1932, B. M. A. ranked 88th, 
advancing seven places in 1933. So, at the 
end of 14 years in the Life Insurance field, 
only 80 of the 287 leading companies of the 
country have a larger volume of life insurance 
in force than has B. M. A. 


THERE IS A REASON 


The popularity of the B.M. A. All-Ways 
Policy (combining Life, Accident and Health 
insurance) is the reason. 


The public wants complete income protection. 
They get it in the B. M. A. All-Ways policy, 
which protects against life’s five greatest 
hazards: 


SICKNESS ACCIDENT 
FINANCIAL DIFFICULTY 
OLD AGE DEATH 


BusINESS MEeEn’s 
ASSURANCE COMPANY 
Kansas City, Mo. 


W. T. GRANT, President 











actual paid-for total for the year-to-date 
shows an increase of 72 percent over 
the same period of a year ago. J. D 
Serrill is manager. 


* *K 

L. W. McQuarrie, Salt Lake City, is 
leader of the first President’s club of 
the Central States Life for this year. He 
was first in volume of his January, 1933, 
business that renewed this year, with 
100 percent. H. J. Carey, Troy Clark, 
F. X. Hughes, K. W. Hughes, K. W. 
Armstrong, L. G. Webb, E. R. Hinkle 
and Lawrence Fritz were other agents 
with perfect renewal records but volume 
lower than Mr. McQuarrie’s. 


The Home State Life of Oklahoma 
City reports an increase in issued busi- 
ness for the first quarter of 1934 over 
the first quarter of 1933 of 40 percent, 
with an increase of business in force 
March 31, 1934 over March 31, 1933 of 
26 percent. 

It reports a decreasing demand for 
policy loans and surrenders and a con- 
siderable repayment on previous policy 
loans, with renewal premium collections 
in February and March the best in his- 
tory. 

et 

The Cleveland office of the State Mu- 
tual Life celebrated at a luncheon the 
completion of a month’s record sales 
contest in which 133 applications were 
written compared to the previous big- 
gest month’s record of 87 applications. 
Statistics show one application for every 
17 calls, six interviews and four and 
three-quarters closing interviews. 


The E. F. Burke agency of the Bank- 
ers Life of Iowa in Spokane, Wash., 
showed an increase of 112 percent in 
sales for the first quarter. 


The Des Moines agency of Mutual 
Life of New York showed 33.9 increase 
for the first quarter, according to C. E. 
Brown, manager. March was the 12th 
consecutive month to show a gain. 
About 70 attended the agency’s annual 
meeting in Des jMoines. 


W. D. Erwin, Los Angeles general 
agent of the General American Life, re- 
ports an increase in written business for 
March in both volume and number of 
applications. The gain is being main- 
tained in April. q 

March new business of the Occidental 
Life of Los Angeles increased 34.5 per- 
cent, the 14th consecutive monthly in- 
crease. The first quarter showed an in- 
crease of 25 percent plus. 


The Detroit branch of the Sun Life 
of Canada applied for $514,000 and paid 
for $430,308 in the month ending 
April 12. 
. * *k * 

Samuel Kahl, “millionaire” producer 
of the Stumes & Loeb general agency 
of the Penn Mutual in Chicago, is lead- 
ing the country so far this year with 
$429,000 paid for in the first quarter. In 
the company’s February-March cam- 
paign, based on volume, number of lives 
and amount of premiums, with trips to 
the home office as prizes, Mr. Kahl 
led the agency and the central zone for 
increase in volume, with 131 percent. 
In the contest period he paid for $103,- 
454 on 19 lives, as compared with 14 
in the same period last year, or 35.7 per- 
cent increase in lives, and $3,117 pre- 
miums against $851 in the period last 
year, or 266 percent increase. He paid 
for approximately $70,000 annuities in 
the contest period. These under the 
plan were not counted. 


Agency Has Code of Ethics 


The Edward A. Woods agency in 
Pittsburgh of the Equitable Life of 
New York has adopted a code of ethics, 
which contains seven points. Interest 
of the client is considered paramount 
and his affairs held confidential. The 
agent’s duty is to see that the benefici- 
ary is given the service that will best 
carry out the insured’s wishes. The 
agent should cooperate and never com- 

















pete with his associates and the gen- 
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Ordinary Sales Gain 27% 
in March, Bureau Reports 





March ordinary life sales in- 
creased 27 percent, according to 
the Sales Research Bureau. Every 
state, without exception, showed 
sales ahead of those for the same 
month a year ago. Of the re- 
porting companies 89 percent 
made increases in March, 97 per- 
cent of the companies with $400,- 
000,000 or more in force having 
gains, 88 percent of the 150 to 400 
million class and 77 percent of the 
under $150,000,000 companies. 

The results in several states are 
particularly noteworthy. In Mich- 
igan, for example, March sales 
gained 73 percent and in Detroit 
89 percent, reflecting the great 
change in local banking condi- 
tions and in the automotive indus- 
try. An unusually large improve- 
ment was made in Mississippi 
where sales increased 91 percent. 

An analysis of sales for several 
consecutive months reveals that 
there is a steady up-turn in the 
life insurance business. Sales in- 
creased 9 percent for the first 
quarter. The business of the 12 
months ending March 31, 1934, 
showed a decline of only 3 per- 
cent. This ratio of present to 
past sales over a period of 12 
months is increasing steadily and 
if the present trend continues 12- 
month totals will soon be ahead 
of those for the year previous. 











eral agent should select only proper 
men on a full time basis. 

Agents should be loyal to their com- 
panies and should practice the Golden 
Rule in their relations with all agents. 

The general agent will rarely seek to 
employ an agent of another office and 
the agent should belong to and support 
the local and national agents’ associa- 
tions. 


| POLICY HOLDER 


50¢-$1.00- $1.75-$3.50 


ES POLICYHOLDERS =» ‘REPORT HOLDERS 
INSURANCE RECORD BOOKS 
ZIPPERKITS ZIPPERCASES 
THE PROSPECT CARD CASES 
Send for Complete Literature and FREE OFFER 
OLIVER BAKER MANUFACTURING CO. 
ESTABLISH _D 1900 


MINNEAPOLIS 











$1,000 to $1,600 
Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 


Of Course Issued in Larger Amounts 


All Premiums Returned 


in addition to face of policy 
in event death before age 60 
FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 
Example 


Original cost, age 30, $21.40 per 
$1,000 to age 59; $17.19 per $1,000 
thereafter. 

If you reside in Ohio, Illinois, Indiana, 


Kentucky, Pennsylvania, Tennessee, West 
Virginia or the District of Columbia, 


Write for Samples and Particulars 
This is one of the many unique contracts 
issued by 


Federal Union Life 


FRANK M. PETERS, President 
CinctInNATI, OHIO 
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Indianapolis Agency Head, 
Leading Producer, Dies 











WARD H. 


HACKLEMAN 


Ward H. Hackleman, 42, for 18 years 
Indianapolis general agent of the Massa- 
chusetts Mutual Life, died suddenly at 
his home there. For some months he 
had been suffering from a heart ail- 
ment. His first connection with the 
Massachusetts Mutual was as associate 
in the general agency of Hackleman & 
Flynn, Mr. Flvnn being transferred to 
St. Louis shortly afterward. Roy 
Shields then became associated in the 
general agency, from which he with- 
drew in 1933. 

Mr. Hackleman was always a large 
personal producer and for years has 
been one of the leaders in the million 
dollar round table at conventions of the 
National Association of Life Under- 
writers. He was also successful as an 
organizer and built up one of the lead- 
ing general agencies of Indianapolis. 
He took an active interest in associa- 
tion affairs and served as president of 
the Indianapolis Association of Life 
Underwriters. 








Peoria Life Developments 
Are Coming Thick and Fast 


(CONTINUED FROM PAGE 5) 


Several other responsible bidders, he 
declared, have indicated willingness to 
submit a bid which would keep the com- 
pany in Peoria just as soon as they 
could be assured the matter would be 
Presented to the court in a legal and 
Proper manner. 





Two Others Are Ready 


An Illinois company that has a pro- 
posal on file has stated its willingness to 
move to Peoria if it is successful in se- 
curing the contract. 

_A prominent banking house in New 
York has indicated a willingness within 
the last month to continue the negotia- 
tions they began last fall. They have 
several million dollars available, are 
willing to organize a company in Peoria 
and to make a bid for the business. 

‘The delays and obstacles thrown in 
our path have been expensive,” he con- 
cluded. “There is, of course, a right 
Way and a wrong way to do anything, 
and the recent decision of the supreme 
court removes all doubt as to the proper 
method of procedure to protect the plain 
and simple rights of the policyholders. 

At a conference in Springfield with 
Roosevelt and Baker, Governor Horner 
€xpressed the opinion that in the present 
State of proceedings, the new company 
could not obtain a clear title to the as- 
Sets of the Peoria Life. 

Although Niehaus appears to be mo- 
mentarily on top, it is assumed that 
Mr. Paimer has not admitted defeat. 





For one thing, any reinsurance contract 
must be finally approved by him. 

Why Roosevelt should be interested 
and how he expects to profit from the 
projected deal, has not been revealed. 

A motion to strike the final decree of 
Judge Niehaus has been filed by George 
W. Hunt and Joe L. Johnson, counsel 
for four Peoria Life policyholders, who 
are objecting to mutualization. The 
court acted beyond his jurisdictional 
powers in entering the decree and the 
decree is void, the motion avers. 

The supreme court’s mandate for 
Judge Niehaus to expunge his appoint- 
ment of George A. Shurtleff and Charles 
V. O’Hern as co-receivers has been 
served upon Judge Niehaus. He is con- 
fined to his home by an illness but said 
he would enter an order within a few 
days to comply with the court’s decree. 

Shurtleff has filed a petition asking 
the court to allow expenses for several 
persons who took a hand in the pro- 
ceedings. 

Total of the expense accounts is 
$3,011, divided as follows: James M. 
Crume, Chicago, $829; John E. Higdon, 
actuary, Jefferson City, Mo., $248; W. 
H. Luellen, Topeka, former general 
agent, $303; T. E. Rogers, Flint, Mich., 














Succeed Under Real Handicap 





Dr. J. H. Pearce and Mrs. Pearce 
conduct a partnership as 
Pearce, associate general agents of the 
Connecticut Mutual Life at Peoria, Ill. 
They have completed 15 years’ service 
with the company in that city. They 
have an unusually high grade of clients 
and little business has come to them 
as a result of sympathy. They are well 
posted in life insurance and render a 
high type of service. Dr. Pearce was a 
dentist in Peoria and married Miss 
Joanna Irish, a teacher in the manual 
training high school. The couple re- 
turned from their honeymoon and Dr. 


Pearce & 








$810; J. L. Drahos, Cedar Rapids, Ia., 
$820. 

The Illinois Bankers Life of Mon- 
mouth has issued a statement that it is 
not officially interested in the Peoria 
Life. W. H. Woods, president of the 
Illinois Bankers and other Monmouth 
men who are associated with Roosevelt 
are interested solely as individuals, the 
statement avers. 





Pearce started in his professional work. 
Some weeks later he developed an in- 
fection in one eye, which affected the 
other and in due season he lost his 
sight entirely. For three years he 
sought eye specialists, seeking a cure 
but to no end. Dr. and Mrs. Pearce 
then decided to enter the life insurance 
business and connected with the Con- 
necticut Mutual. Mrs. Pearce, in addi- 
tion to being his business partner, is 
head of their household. Dr. Pearce 
learned to read the Braille system and 
to typewrite. He plays an excellent 
game of bridge with Braille cards. 


Alabama Appointments Made 


The Reliance Life announces the ap- 
pointment of Blake as district 
agent at Montgomery, Ala. He has 
been assistant manager of the Mont- 
gomery branch of an eastern company. 
He has his office in the Bell building. 

J. E. Spottswood has been appointed 
— agent of the Reliance at Mobile, 
Ala. 
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meet those needs. 


prospective clients. 
prospects as clients. 


clientele. 














LIFE-TIME 
PLAN 


Do You Want A 
Life-Time Clientele? 


The selection and establishment of a clientele is 
the objective of the LIFE-TIME Plan, for this 
plan recognizes life underwriting as a profession. 


As professional men, our field representatives— 
policyholders’ consultants — use their ability, 
knowledge, and training to diagnose the needs of 
their clients and provide remedies which will 


We have set up a systematic procedure for the 


selection and qualification of this clientele. 
Our consultants are taught whom to approach as 


They are taught how to properly classify this 


B. FRANK BUSHMAN 
President 
















We believe that the interests of 
Policyholders, Field Force and 
Company are exactly parallel, 


We believe that wastage in the 
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Life Insurance business is borne 
by Policyholders, Field Force 
and Company alike, 


We believe that Standards of 
Performance are attainable which 
Will eliminate waste, and 


We believe that these principles 
should find expression in the 
relationship entered into between 
the Field Force and the Company. 
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clientele. 








They are taught how to maintain a clientele rela- 
tionship after it is once established. 


A group of present policyholders of this company 
serves as the nucleus of each of our consultant’s 


Our consultants are paid for service calls on their 


clients. Their remuneration is on an entirely new 
basis for life insurance field representatives—the 
present and continuing worth of their business to 
the company. Finally, they are assured a LIFE- 


TIME income on retirement. 


They are taught how to proceed in qualifying 


The LIFE-TIME Plan has been enthusiastically 
received by our field force. We will gladly explain 
it more fully on request. 


KANSAS CITY, KANSAS 


GEORGE L. GROGAN 
Agency Vice-President 
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Buying Mood of the Public 


IT 1s curious how business improves or 
gets worse not so much because of ac- 
tual business conditions as of the buy- 
ing mood of the public. Comparing to- 
day with three months ago there is per- 
haps not much difference in the average 
man’s actual wealth or his income but 
no doubt he is buying more freely now 
than he did in January. 

An expert in sales psychology brings 
out these points and he clearly has good 
grounds for his assumption. During the 
depression, everyone talked and thought 
hard times whether he actually felt 
them or not and even those who had 
plenty of money did not spend it freely; 
with all the pessimistic talk that pre- 


vailed they felt that even though they 
had money for the time being, it might 
not be long before they too would feel 
the pinch and so they became as penur- 
ious and saving as those who really 
were in dire straits. 

Now the buying cycle is recurring 
and everyone is in the mood. He buys 
now, whether he has money or not, if 
his credit is good, just as he refrained 
from buying awhile back whether he 
had money or not. This may not be 
sound economics and the application of 
the economic law but it is human na- 
ture and the sort of thing that salesmen 
have to consider. It is true in life in- 
surance as in other fields. 


Welcome to the Life Salesman 


THE AMERICAN BANK & Trust Co. 
of New Orleans during Financial In- 
dependence Week had some interesting 
advertising in the daily papers which 
in a way was unique and very helpful 
to the men carrying a rate book. The 
advertisements were headed, “Never re- 
fuse to see a life insurance man.” Here 
was a prominent bank openly and can- 


didly telling people that when a life 
insurance salesman calls he should be 
given an audience. This was a friendly 
gesture that was highly appreciated by 
the life people of New Orleans. It 
gave the public a little different slant 
on the way life insurance agents are 
regarded today by the financial institu- 
tions. 


Psychic Investment in Insurance 


In the purchase of life insurance there 
is always a material investment be- 
cause one expects to receive something 
of value in return for the premiums 
paid. In connection with life insurance, 
there is always a psychic investment, 
and frequently it is just as important 
as the material investment. The re- 
turns from the psychic investment come 
in the way of relief from anxiety and 
solicitude, the feeling of security, the 
knowledge that one’s family is but- 


tressed with safeguards and that old 
age will be provided for. When one is 
sure of a comfortable income for his de- 
pendents or for his own old age, re- 
gardless of what happens to other enter- 
prises in which he is interested, he pos- 
sesses a feeling of real satisfaction and 
comfort. He realizes that he is sure 
of living in comparative comfort re- 
gardless of the buffeting of the eco- 
nomic waves. It is a point salesmen 
should stress. 


Great Adventure in Work 


THE greatest satisfaction in business 
comes from achieving something that is 
worth while and constructive. One has a 
thrill when he realizes that he is not only 
making steady progress but that he is ac- 


complishing something. There is happiness 
in seeing one’s plans materialize. One 
does not need to be merely a dull routine 
or a treadmill worker. There is a great 
adventure in every day’s, work. 





PERSONAL SIDE OF BUSINESS 





President R. W. Huntington of the 
Connecticut General has been elected 
president of the neuro-psychiatric insti- 
tute and hospital of the Hartford Re- 
treat, one of the outstanding institu- 
tions of its kind in the country. Di- 
rectors include Presidents M. B. Brain- 
ard, Aetna Life; J. L. Loomis, Con- 
necticut Mutual; R. M. Bissell, Hart- 
ford Fire, and W. R. “Be Corson, Hart- 
ford Steam Boiler. 


Headed by W. B. Laney, Phoenix 
Mutual, and Austin Thayer, Prudential, 
who are respectively president and ex- 
ecutive director of the Seattle Life Un- 
derwriters Association, 200 members of 
that association went out and succeeded 
in saving their symphony orchestra 
from the financial rocks. Cas- 
sidy, Prudential, was chairman of the 
campaign committee, and coined as the 
batle cry, SOS, “Sustain Our Sym- 
phony.” 

Reginald Gilham, for many years 
treasurer of the Life of Virginia, died 
at his home in Richmond in his 81st 
year. He had been in failing health for 
several years and retired from active 
work a few years ago. 


Of the 16 members of a Chanters 
choir just organized by Lincoln, Neb., 
Shriners, five are insurance men: Arch 
Dillman and T. A. Sick, Security Mu- 
tual; L. H. Ager, Connecticut Mutual; 
Ivan Devoe, Bankers Life of Nebraska, 
and E. C. Boehmer, local agent. 


A surprise dinner was given for J. 
M. Minton, Houston manager for the 
Volunteer State Life, on the occasion 
of his silver anniversary as a member 
of the company’s field organization. Mr. 
and Mrs. Minton had been invited to 
dinner by L. R. Stevens, Texas super- 
intendent of agencies of the company, 
and when they arrived at the hotel they 
were greeted by a large number of din- 
ner guests. Mr. Stevens was _ toast- 
master and Cliff Hall, manager at Port 
Arthur, presented Mr. Minton with a 
25 year service certificate. 

J. B. Caldon of Concord, N. H., who 
has been a member of the Connecticut 
General Life’s honor roll of leading pro- 
ducers continuously since it was started 
in 1917 completes 25 years with the 
company in April. F. G. Kelsey and 
G. Siverd of Pittsburgh complete 35 
and 25 years respectively and C. R. 
Garvin, general agent at Columbus, O., 
completes 20 years. 

Manager H. M. Clark of the Con- 
necticut General Life at Albany, N. Y., 
has been elected president of the Albany 
chamber of commerce. 

Mathias Concannon of Concannon & 
Dillon, Chicago insurance lawyer, who is 
attorney for the receiver of the National 
Life, U. S. A., was married and is on his 
honeymoon. 


C. W. Schick, agent in the central 
branch of the New York Life, Chicago, 
and one of the oldest living members of 
the Nylic organization of that company, 
observed the 50th anniversary of his 
connection with the company April 18. 
Miss Anna W. Hunter, 76 years, agent 
in the Dearborn branch, Chicago, who 
also was a veteran senior Nylic and had 
been with the company 32 years, died. 
She had been producing an app-a-week 
for over 1,000 weeks. 


Meldrum Gray, class of ’96, Princeton 
University, is one of the regional candi- 
dates for alumni trustee of his college. 
He is general agent of the Northwest- 
ern National Life at Columbus, O 

He has been president of the Prince- 





ton Club of Columbus ‘since 1926. When 


ee, 


he was in Princeton he was business 
manager of the Triangle Club, the the. 
atrical organization. After graduation 
he became associated with Eldridge & 
Higgins Co., then the Hayden-Clinton 
National Bank of Columbus. He was 
‘with the Pennsylvania Railroad from 
1898 to 1910, then started in practical 
farming in Ohio. He was in New Mex. 
ico from 1913 to 1924, raising registered 
Jersey cattle. He is a director of the 
American Jersey Cattle Club. 


George W. Rodenberg, for 23 years 
general agent in St. Paul of the National 
Life of U. S. A., died April 21. He was 
a member of the legislature for several 
years. 


T. A. Phillips, president Minnesota 
Mutual Life, and Mrs. Phillips sailed 
from New Orleans this week for Havana 
and Central America. 


H. E. Crain of Akron, O., general 
agent of the Ohio National Life, has 
been confined to his home for some 
weeks on account of illness but is now 
recuperating. 

Alice H. Grady, deputy commissioner 
of Massachusetts savings bank life in. 
surance, died in her sleep at her home 
at the age of 61. Miss Grady was for 
some years secretary to Justice Louis D. 
Brandeis of the United States Supreme 
Court when he was a practicing attor- 
ney in Boston. 





Memphis Chairman | 











KARL LJUNG, JR. 


Karl Ljung, Jr., assistant secretary of 
the Jefferson Standard, Greensboro, N. 
C., is chairman of the Memphis meet- 
ing of the Life Advertisers Association 
Noy. 1-3. Plans for this gathering were 
advanced when Nelson White, Provi- 
dent Mutual, who is president of 
A., met with his program chairman in 
Greensboro during the southern round 
table of the Life Advertisers Associa- 
tion. Mr. Ljung (pronounced Young) 
has made an outstanding record for his 
company as a conservation man. 

The Life Advertisers Association, ac- 
cording to Secretary Bart Leiper, Pilot 
Life, now numbers 93 members in the 
United States and Canada, every life 
company in the latter being ‘represented. 


C. R. Fuquay, manager of the Frank- 
lin Life at San Antonio, Tex., has been 





awarded a 20-year service pin. 
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NEWS OF THE COMPANIES 





_ 


Montana Life’s Examination 





Four States Promulgate Report As of 
Dec. 31 After a Thorough 
Investigation 





A convention examination of the 
Montana Life has been made by Cali- 
fornia, Montana, North Dakota and 
Oregon. The examination is brought 
down to Dec. 31, 1933. It shows $41,- 
788,445 insurance in force, Montana 
being the leader with $19,136,131, and 
Oregon next with $3,641,275; North Da- 
kota, $3,593,365; Washington, $3,296,- 
761, and California, $3,176,610. It also 
operates in Idaho, Wyoming, Minne- 
sota and Utah. Its assets are $12,396,- 
095, there being $1,258,024 mortgages, 
$3,680,914 policyholders’ loans, $6,324,- 
326 bonds, $75,896 cash. Its contin- 
gency reserve is $554,093, capital $500,- 
000, net surplus $1,000,000. The com- 
pany owns 50 parcels of real estate ex- 
clusive of the home office building, the 
majority of which consists of ranches 
and farms in Montana. The report 
says that the company has been in the 
practice of including in its liabilities a 
substantial contingency reserve. The 
examiners declare that this procedure 
is conservative and proper. The ex- 
aminers in their conclusion say: 

“This examination shows the com- 
pany to be in an eminently solvent con- 
dition. Its reserves and surplus are 
ample to meet all obligations to its in- 
sureds and their beneficiaries, with a 
comfortable margin of surplus over and 
above the sum total of such obligations. 
The affairs of the company, as reflected 
by this report, have been conservatively, 
efficiently and conscientiously adminis- 
tered. The period of depression has 
traced no marks of distress on the 
financial structure of the company. The 
company has not been forced to float 
loans or to dispose of its securities to 
meet current obligations, and the com- 
pany is able to enter the new era of 
economic adjustment in a healthy finan- 
cial condition, which presages continued 
progress.” 


Bankers Life March Payments 


Policy payments of the Bankers Life 
of Iowa in March totaled $1,996,675, of 
which $653,500 was paid to benefici- 
aries in death losses and $1,343,175 to 
policyholders in dividends, annuity pay- 
ments, disability payments, surrender 
values and other items. 





Comments on Register Life 





Former Official Commends the Honesty 
and C ienti of the 
Present Management 








L. J. Evans, formerly assistant secre- 
tary of the Register Life of Davenport, 
and now connected with the agency de- 
partment of the Northwestern Mutual 
Life, writes THE NATIONAL UNDERWRITER 
regarding the Register Life as follows: 

“I am writing to tell you that I think 
your article concerning the Register Life 
was very fair and just. Having ‘been 
associated with that company for a num- 
ber of years, I realize _the valiant efforts 
made by Mr. Littig and Dr. Decker to 
do a good job for the policyholders, ef- 
forts made in the face of tremendous 
odds. It may be strange to say it in 
view of developments, but I do not be- 
lieve there is an insurance institution 
anywhere where the principles of trustee- 
ship were held more sacred and are ac- 
tually observed in daily practice than 
was the case at the Register. Having 
gone through the moratorium troubles, 
it is unfortunate that they could not 
have been allowed the opportunity to 
fight it out from here on, particularly, 
when they were making considerable 
improvement. 

“However, that is all water over the 
dam now, and inasmuch as things turned 
out the way they did, I think it is fine 
that you took the pains to get the facts 
behind the case, and I am sure your 
efforts will be appreciated by all who 
know the true situation.” 


No Southwestern Life Merger 


President Head of General American 
Enters Emphatic Denial of Rumors 
Afloat in Texas 











DALLAS, April 26.—President W. W. 
Head of the General American Life of 
St. Louis while in Dallas recently set at 
rest rumors to the effect that the Gen- 
eral American, which owns a large block 
of stock in the Southwestern Life of 
Dallas, would merge the Dallas com- 
pany. 

Upon the death of President T. W. 
Vardell of the Southwestern rumors be- 
came rather persistent in Texas insur- 
ance circles that the Dallas company 
would soon become a branch of the 





General American. Replying to a di- 
rect question as to whether the future 
would bring a merger of the Southwest- 
ern Life with the General American, 
President Head replied with an emphatic 
“no.” He declared there is no good 
reason for such merger and added that 
the service of the Southwestern Life 
to its policyholders would continue to 
be at its best so long as the comnany 
remained strictly a Texas institution. 

President Head said there are three 
angles to the matter. First, that as 
stockholders in the companv the St. 
Louis interests would look to the new 
president of the Southwestern, Judge 
O’Donnell, to serve the best interests of 
both the policyholders and the stock- 
holders and that they have every con- 
fidence in President O’Donnell in this 
connection. Second, there is every in- 
dication that the Southwestern Life has 
been exceptionally well managed for 
many years. Third, that he and the St. 
Louis interests generally are adhering to 
the policy that where things are well 
handled there can be no reason for mak- 
ing changes. 


Cannonball vs. Greased Lightning 


Agencies of the Volunteer State Life 
have been divided into two groups, 
denominated the “cannonball” and 
“greased lightning,” for a contest which 
ends June 12. There are 18 agencies in 
each group and a fund is being created 
of $1 per thousand on all business pro- 
duced during the contest. The agents in 
the winning group will participate pro- 
portionately in 60 percent of the funds 
and the members of the losing group 
will participate in 40 percent of the 
fund. During the contest the preferred 
risk policy may be written for a mini- 
mum amount of $2,500 for first class 
business and professional men. 


Allow Royal Union Legal Claim 


DES MOINES, April 26—The fed- 
eral court has allowed a claim of $22,- 
500 filed by Brunk, Bennett & Janss, 
Des Moines law firm, against receivers 
for the Royal Union Life for services 
rendered in obtaining a R. F. C. loan. 
This was only half the firm’s claim of 
$45,000. 


Olympic Mutual Launched 


The Olympic Mutual Life of Seattle 
has ‘been incorporated and its promoters 
have paid in $25,000 to Commissioner 
Sullivan as assurance that the com- 
pany’s preliminary obligations to pol- 
icyholders will be promptly met. 

Among the incorporators are B. R. 
Bayes, former president of the Service 
Life, Lincoln, Neb., president; A. 
iKuse, secretary; J. "A. Zimmerman, C. 








A. Bryant, J. P. Lycette and M. Ram- 
sey. The company’s charter is broad, 
providing for life, health, endowment, 
annuities and other forms of insurance. 


Yardley With Penn Mutual 


The Penn Mutual Life has appointed 
C. H. Yardley assistant to the comp- 
troller. Under the direction of G. A. 
Hardwick, vice-president and comptrol- 
ler, he will supervise all accounting ac- 
tivities, including planning and research 
in respect to accounting methods and 
records, have supervision of the internal 
audit division, together with other simi- 
lar duties, and will direct the home of- 
fice courses in accounting for clerical 
employes. 

Mr. Yardley graduated from Swarth- 
more with honors in 1921. He has been 
with Lybrand, Ross Brothers & Mont- 
gomery, public accountants, about 12 
years, attaining to the position of sen- 
ior rating on their staff. 


Takes Additional Space 


Increases in volume of new business 
has resulted in expansion of office space 
at the executive headquarters of the 
Great American Life in San Antonio. 
Occupying the entire ninth and tenth 
floors of its own home office building, 
the Great American has completed an 
extension of its administrative depart- 
ments to include a considerable portion 
of the eighth floor as well. 

President C. E. Becker states the 
company’s production for the first quar- 
ter of 1934 exceeded by a substantial 
margin that of the corresponding period 
of last year. 

Equitable Life Dividends 

During the last month the Equitable 
Life of New York passed the $800,000,- 
000 mark in total dividends paid policy- 
holders since it was organized in 1859. 
The first dividend disbursements were 
made in 1865, amounting to $279,000 in 
that year. The dividends paid up to 
March 31 this year total $802,672,772. 
Total payments to policyholders and 
beneficiaries since organization aggre- 
gate $3,257,487,316. 


Kansas Makes Requirement 

The Kansas department has requested 
the Hercules Life to furnish a copy of 
its proposed exchange contract with 
policyholders of the National Life of 
U. S. A. The contract provides that 
there may be an exchange of policies. 
The department feels that this may be 
subject to difficulties between policy- 
holders, agents and the new company 
as the result of statements and prom- 
ises which agents may make. 

The Hercules has applied to the Kan- 








contracts. 


SAINT LOUIS 
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Field men of THE LINCOLN 


NATIONAL LIFE INSURANCE 
COMPANY of Fort Wayne. 


Indiana. have discovered how 


to satisfy the buyer of 





business insurance. They sell 


the EMANCIPATOR PLAN-at 


age 35=-$10.000 for annual 


premium of $143.80 ....... 
























































Once Again as Usual 


Gain of Insurance in Force for 1933 
Over Six Millions 





INSURANCE IN FORCE OVER $134,000,000.00 
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sas department for admission. Filing of 
the proposed exchange contracts and 
conditions was the only requirement 
which the department made. 


Pathfinder Articles Approved 


The Nebraska insurance department 
has approved amended articles of the 
Pathfinder Life of Grand Island, which 
makes it a mutual legal reesrve com- 
pany. It is the successor to the Ne- 
braska A. O. U. W., which recently 
transformed itself, by a vote of the 
members, into a cooperative non-profit 
life beneficial society, as a preliminary 
step, made necessary by the Nebraska 
law, to complete emergence into the 
form of an old line life company. Gov- 
ernment bonds totaling $100,000 and 
representing its capital were deposited. 


Coxworth With Ohio National 


G. E. Coxworth, formerly in the legal 
department of the National Life, U. S. 
A., has become associated with the Ohio 
National Life of Cincinnati as assistant 








general counsel, having active charge of 
the legal department under the general 
attorney, Walter Schmidt. 


Is Withdrawing Voluntarily 


The North American Life of Chicago 
is voluntarily withdrawing from the 
state of Washington and did not renew 
its license this year. The company was 
not getting enough business to justify 
development work in the state under 
present conditions. 


Ohio State Advances 


In the comment on the companies’ 
ranking as to insurance in force on Jan, 
1, the fact that the Ohio State Life 
went from 97th to 86th place in rank 
was inadvertently not mentioned. 











Katzenbach Prudential Director 


E. L. Katzenbach of Trenton, N. J, 
former attorney general of the state and 
former president of the state bar associ- 
ation, has been appointed a director of 





the Prudential. 








LIFE AGENCY CHANGES 





Lamb Is Appointed in Chicago 


Former National of U. S. A., Northwest- 
ern National Man Exclusive General 
Agent of Columbian National 








E. E. Lamb, Chicago general agent 
Northwestern National Life, has re- 
signed and been 
appointed exclusive 
general agent in 
that city for the 
Columbian National 
Life. He is operat- 
ing temporarily in 
the company’s old 
offices, 208 South 
La Salle street, but 
will open new 
quarters May 1 in 
the Field building. 
The Columbian Na- 
tional has been 
represented in Chi- 
cago about 23 
years. The old gen- 
eral agent, W. W. 
Tate, retired in 
1927 and later died. 
Since then the of- 
fice has been in charge of M. A. Wel- 
don, who was Mr. Tate’s cashier. 

Mr. Lamb, a graduate of Loyola Uni- 
versity in 1919 with degree of L.L.B., 
practiced law with Winslow, Payne, 
Strawn & Shaw, prominent Chicago law 
firm. He served in the war in the re- 
serve officers’ naval corps. In 1920 he 
started as agent of the Equitable of 
New York in Chicago and in 1924 was 
appointed life department manager of 
W. A. Alexander & Co., Chicago gen- 
eral agents, Penn Mutual. 


Headed Home Office Agency 


His record there won him the post 
of manager of the home office agency 
of the National Life of U. S. A. In his 
first two years there his organization 
produced over $4,000,000 paid business. 
He left the National Life, U. S. A, 
Nov. 1, 1933, going with the North- 
western National. Mr. Lamb has been 
active in the Chicago Association of 
Life Underwriters, being on the execu- 
tive committee in 1931. 

Mr. Lamb took hold Monday, submit- 
ting $32,000 of business by Tuesday. He 
will build an agency organization, al- 
ready having secured four men. 





E. E, LAMB 





Opens New Life Department 


The Robert Gottschalk agency, New 
Orleans, has opened a life department, 
representing the New England Mutual 
Life. W. W. Messersmith, Sr., formerly 
assistant vice-president of the Canal 
Bank & Trust Company, is manager of 





Luick Minneapolis Manager 





Heads New Connecticut General 
Agency; Nelson Assistant Manager; 
Keiser and Jackson Appointed 





D. J. Luick, for four years engaged 
in life insurance in Chicago, and super- 
visor of the Haviland agency of the 
Connecticut General there, has been ap- 
pointed manager of the new Minne- 
apolis branch of the company. The 
branch was opened April 23 succeeding 
the general agency operated by A. M. 
Packer and I. F. Kauffman since 1913. 
Mr. Kauffman and H. W. Darr, mem- 
ber of the agency for some years, will 
continue to represent the company, as- 
sociated with Mr. Luick. Also asso- 
ciated with Mr. Luick will be J. P. Nel- 
son, E. G. Place and Charles Warner. 

Mr. Nelson has been appointed assis- 
tant manager. He is an Iowan who 
has been in the business since 1927, for- 
merly as a group representative and 
more recently in general sales and man- 
agerial work. 

S. J. Keiser has been made unit man- 
ager in the Connecticut General’s Bal- 
timore agency. He is a native of Wash- 
ington, D. C., a graduate of Johns Hop- 
kins, and did post-graduate work at 
Columbia. Since 1928 he has had a 
wide experience in life insurance. 

H. W. Jackson has been appointed 
unit manager in the Boston agency. He 
is a graduate of the United States 





NOTICE 

_Notice is hereby given that the under- 
signed, CHARLES V. O’HERN, as Re- 
ceiver of the PEORIA LIFE INSURANCE 
COMPANY, will, on or before the 14th 
day of May, 1934, receive proposals for 
the reinsurance of the business of the 
Peoria Life Insurance Company. Such 
proposals are to be submitted in writing 
in the form of a contract to be entered 
into by and between the undersigned Re- 
ceiver and the person, persons or cor- 
poration submitting same, and shall be 
delivered to the undersigned, or his rep- 
resentative, at the office of the Receiver 
in the Peoria Life Building, Peoria, Il- 
linois. 

Six copies of such proposal or contract 
shall be submitted, same to be for con- 
sideration and examination by the Re- 
ceiver, the Director of Insurance of the 
State of Illinois, and their actuaries and 
attorneys. 7 

Prior to the filing of the Receiver’s 
report to the Court on all proposals, 
the Receiver, with the Director of Insur- 
ance, their actuaries and attorneys, at 
a date to be fixed for each proposer, will 
discuss the provisions of its proposal 
with the proposer, its attorneys and ac- 
tuary. 

No proposal or contract will be ef- 
fective until approved by the Director of 
Insurance of the State of Illinois and 
the Circuit Court of Peoria County, Il- 
inois. 

Dated at Peoria. Illinois, this 24th day 
of April, A. D. 1934. 

CHARLES V. O’HERN, Receiver, 
PEORIA LIFE INSURANCE COMPANY, 





the new department. - 





Peoria, Ill. 
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Naval Academy. Leaving the navy in 
1925, he took a_course in the Whar- 
ton School of Finance and later en- 
tered business. His subsequent experi- 
ence has included sales and sales man- 
agement work in investment, manufac- 
turing and insurance fields. 


Oglesby and Webster Are 


Given Separate Agencies 








Important changes have been made in 
the firm of Oglesby & Webster, general 
agents Provident Mutual Life in Pitts- 
burgh. E. Webster has been ap- 
pointed sole general agent in the Pitts- 
burgh territory, as of May 1, and will 
continue to occupy offices in the Oliver 
building. 

B. M. Oglesby, the other member of 
the old firm, will become general agent 
of the Provident Mutual in Harrisburg. 





Guarantee Mutual Agencies 


Louis H. Koch of Peoria, former dis- 
trict superintendent for the American 
Central Life, has been appointed man- 
ager of the new central Illinois agency 
by the Guarantee Mutual Life of 
Omaha. Mr. Koch, whose territory con- 
sists Of 30 counties, has opened offices 
in the Central National Bank building 
in Peoria. 

The Guarantee Mutual Life has also 
appointed Anton Saterbak, former dis- 
trict agent for the Central Life of IIli- 
nois, as district manager at Rockford, 
Ill, 





Minnesota Mutual Changes 


The Minnesota Mutual Life has 
named three new Texas general agents, 
Joe Smith, formerly with the Seaboard 
Life at Abilene, Tex., has been ap- 
pointed general agent for Abilene; R. 
C. Cheatham, Jr., formerly with the Fi- 
delity Mutual Life at Macon, Ga., and 
Oklahoma City, at Tyler, and W. O. 
Bates, native Texan but formerly with 
the Standard Life of Mississippi at 
Hattiesburg, Miss., at Texarkana. 





R. L. Dunn 


The Federal Life is reopening its Ne- 
braska state agency headquarters in the 
Keeline building at Omaha, under the 
management of R. L. Dunn. Mr. Dunn 
has had long experience, formerly for 
some years having been Montana gen- 











Becomes Manager 








D. J. LUICK 


D. J. Luick has been appointed man- 
ager of a new branch office opened in 
Minneapolis by the Connecticut Gen- 
eral, He has been in the insurance busi- 
hess in Chicago four years, for some 
time as supervisor of the Haviland 
p cage of the Connecticut General 

re, 





eral agent Mutual Benefit. He also was 
Omaha general agent Continental Cas- 
ualty. 





A. H. Sasse 


The Occidental Life of Los Angeles 
has appointed A. H. Sasse general agent 
for King county, Wash., (Seattle) and 
Alaska. He entered life insurance in 
1912 with the Mutual Life of New York 
and has served that company as dis- 
trict manager for Whatcom and Skagit 
counties for 20 years. 





B. J. Harrington, H. A. Overend 


Succeeding B. J. Harrington, who has 
been transferred to Denver as manager 
of the Arapahoe district, H. A. Over- 
end has been appointed by the Montana 
Life as supervisor for Oregon, Wash- 
ington, Idaho and Montana. 


John S. Logan 


John S. Logan has been appointed 
manager for the Life of Virginia in 
Cleveland. He will operate under the 
home office supervision of Vice-Presi- 
dent J. S. Davenport, Jr. 








Life Agency Notes 











J. P. Manley, formerly with the Lin- 
coln National Life at San Angelo, has 
been appointed manager at Houston, 
Tex., by the Volunteer State Life. 

The General American Life has ap- 
pointed John Hauck district agent at 
Ventura, Cal. He formerly represented 
the Missouri State Life and also the Met- 
ropolitan Life in that district. 

E. F. Peterson of Portland, the Pa- 
cific Mutual’s new Oregon manager, has 
named R. D. Eller as manager for south- 
ern Oregon, with headquarters at Klam- 
ath Falls. He will be assisted by Ralph 
Peyton. 

Frank Lecocq, Everett, Wash., has 
been named district manager in three 
counties for the American Medical Life. 
William Dean and Hebert Green have 
been named general agents for the area 
west of the Cascades. 

Dr. O. L. Black, former pastor of the 
Central Presbyterian Church, Russell- 
ville, Ark., and L. S. Wight have formed 
a partnership as general agents for the 
Union Life of Little Rock for eastern 
Arkansas, with headquarters at Jones- 
boro. 

Harvey Stewart has been appointed 
general agent at Bakersfield, Cal., for 
the Hamilton National Life of Los An- 
geles. He was formerly general agent 
there for the California-Western States 
Life and its predecessor, the California 
State Life, for 13 years. 

Glen H. Kuhl, formerly with the Aetna 
Life in Minneapolis, who led all the 
agents of the life department of that 
company in production of accident busi- 
ness last year, has opened an inde- 
pendent brokerage office in the North- 
western Bank building, Minneapolis, 
specializing in life, accident and health 
and annuities. 


Seek Kansas Nomination 


TOPEKA, KAN., April 26—There 
are now two active candidates for the 
Republican nomination for insurance 
commissioner in Kansas. The Demo- 
crats have not yet found a candidate. 
H. O. Garvey of Topeka was the first 
to announce his candidacy for the Re- 
publican nomination. He was the state 
manager for the Massachusetts Mutual 
for many years and recently retired 
from that position. Kenneth Lewis, also 
of Topeka, now assistant adjutant gen- 
eral of the Kansas National Guard, has 
sent out cards announcing that he is a 
candidate. He is a son of Ike Lewis, 
who was assistant superintendent and 
later superintendent of insurance in 
Kansas 25 years ago. C. F. Hobbs has 
not announced definitely whether or not 
he will seek the nomination for a fourth 
term as commissioner. He has been 
connected with the department as an 
examiner and actuary, assistant and 
commissioner for 30 years. At the time 
of his election two years ago he indi- 
cated that it was unlikely that he would 
seek the office again. 








LIFE COMPANY CONVENTIONS 





Rochester Field Club Rally 


Annual Convention of the Forces of the 
Mutual Life of New 
York 








The annual convention of the Roch- 
ester, N. Y., agency field club of the 
Mutual Life of New York had 50 repre- 
sentatives in attendance. The conven- 
tion was opened by Manager Harold J. 
Fett, who welcomed the guests and who 
then turned the meeting over to H. R. 
Dailey, Elmira, president of the field 
club, who acted as chairman. 

C. A. Cannon, Auburn, spoke on 
“Things as They Are’; J. C. Post, 
agency organizer, on “Mutual Life 
Training Course for New and Old 
Agents.” H. D. Basler, Elmira, on 
“Estate Analysis;’ August Schafer, 
Hamlin, on “Country Business;” Miss 
V. Mabel Owen, Elmira, on “A Wom- 
an’s Opportunity;’ K. B. Levegood, 
Elmira, on “Salary Continuance;” F. R. 
Hall, service representative, on “Con- 
servation;’ R. B. Mitchell, Watkins 





Glen, on “Personal Experiences;” Harry 
Uetzmann, Wayland, on “Service to 
Old Policyholders,” and K. R. Brown, 
Newark, on the “Program Canvass.” 

The following officers were elected: 
K. R. Brown, Newark, president; H. D. 
Basler, Elmira, vice-president, and H. 
L. Miller, Rochester, secretary. 


Columbus Mutual Men Meet 








Excellent Depression Experience of In- 
surance Told at Michigan Meeting— 
Medical Director on Cooperation 





LANSING, MICH., April 26.—At the 
annual meeting of Columbus Mutual 
Life’s Michigan agents here Col. 
Forrest Braden, assistant to the presi- 
dent, emphasized the great assistance 
life companies gave to the nation dur- 
ing the depression. He said that while 
the life companies’ total borrowings 
from the Reconstruction Finance Cor- 
poration amounted to only 1 percent of 
the total it loaned, the life companies’ 
actual payments to beneficiaries and 
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Gaining Again! 
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gaining again! 


For 9,000 days The Midland Mutual Life 
gained steadily in volume and assets. 


Then came dark days of decline. 


And now, for six months new sales have 
increased and gained steadily in volume 
and momentum, while lapses and loans 


"Happy days are here again.” 


THE MIDLAND MUTUAL 
LIFE INSURANCE COMPANY 


COLUMBUS, OHIO 
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PATHFINDER LIFE 
INSURANCE COMPANY 


VALUATION SUMMARY AS OF DEC. 31, 1933 




































ASSETS 
Admitted assets (available for payment of 
WT ss coer ees Sobek tek aveeeews $1,428,555.25 
I et el i sa oe $1,428,555.25 
LIABILITIES 
NS one kadai ingssehnm ss Kae $1,063,519.02 
I SEINE 5555-0 eee rae bo cess Kote 30,000.00 
Advance Assessments .............ee000- 26,313.12 
PPLE TOR OESAEREAGS +. 5c 5 ssc ors betes «2 Stioueee & 1,577.85 
Contingency Reserve ..............2000. 150,000.00 
See RE 5 Foe SE A hs Hee $1,271,409.99 
ION ».i:00tesle tb Senne sted cranes tee vane 157,145.26 
Total Liabilities and Surplus......... $1,428,555.25 
Ratio of Solvency 112.35%. 
Ipeoutinvoin Force: <5... . sss. #45 oso dees $5,178,000.00 


Home office 


GRAND ISLAND, NEBRASKA 


Henry L. Pletcher 
President 


Stanley D. Long, 
Secretary 
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policyholders during the depression 
years totaled more than two and one- 
half times the total RFC loans. The 

Columbus Mutual had an excellent de- 
pression experience, he said, with av- 
erage mortality but 44.2 percent of ex- 
pected and average net interest earned 
4.93 percent. Assets increased about 
one- -third during the period, he said, and 
total income exceeded disbursements by 
33.3 percent. He noted the fact that 
every phase of the business situation 
as it pertains to the life companies has 
shown an improvement since Jan. 1. 

J. A. Pino, president Michigan Life 
Underwriters Association and Mutual 
Benefit Life district agent in Lansing, 
said life insurance, since advent of the 
depression, has come to be known asa 
device for ‘ ‘stabilizing estates.” He said 
this matter is of as great importance to 
the average individual as stabilization of 
the currency about which so much has 
been published. Insurance, he pointed 
out, has helped greatly to make the in- 
flow of assets into an estate balance the 
outflow. The great change in attitude 
toward insurance that has marked the 
depression was cited by the speaker who 
said that security of investment has new 
come to be appreciated where in the 
boom prosperity of 1929 it was difficult 
to talk to a prospect on this subject. He 
explained the basis of life insurance se- 
curity and declared that “the record of 
the steady flow of premium income 
throughout the depression will be one 
of the striking phenomena when we 
come to chronicle the events of these 
stirring years.” This was accomplished 
because policyholders “are under a con- 
stant urge to keep up their premium 
payments in order that their insurance 
protection may be maintained. The man 
with a family realizes the vital need of 
keeping his insurance in force so that 
it is one of the last things to be sacri- 
ficed.” 

R. M. Wade, Michigan deputy insur- 

ance commissioner, urged the agents to 
cooperate with the department in curb- 
ing the activities of fly-by-night organ- 
izations which usually operate through 
the mails. M. D. VanWagoner, state 
highway commissioner, told of his fam- 
ily’s excellent experience with Columbus 
Mutual protection. 
Dr. A. Jaquith, the Columbus 
Mutual Life’s new medical director, 
stressed the need for care in selecting 
risks, pointing out that efficient and eco- 
nomical selection depends on practical 
cooperation between the various depart- 
ments. He said the agent should be the 
company’s confidential advisor on se- 
lecting risks. He said careful pre-in- 
vestigations by the agent often save 
both his and the company’s time. Dr. 
Jaquith was host to the company’s cen- 
tral Michigan medical examiners at a 
luncheon. 


Ecker Optimistic of Future 





Metropolitan’s Presiden: Tells Gather- 
ing in Kansas City Low Point of 
Depression Was Year Ago 





The lowest point in the valley of de- 
pression was reached a year ago and in- 
surance sales, the business barometer, 
show that throughout the country busi- 
ness definitely is better, President F. H. 
Ecker of the Metropolitan, stated in a 
conference of Metropolitan managers, 
assistant managers and agents held in 
Kansas City. He said five years ago na- 
tional fear made it fashionable to stop 
spending and be thrifty and conserva- 
tive, and this lack of confidence made 
conditions much worse. He considers 
recovery is well on the wav. 

Mr. Ecker in his six years as president 
has been immersed most of the time in 
depression problems. His company in 
the period paid policyholders $2,300,000,- 
000, of which $455,000,000 was dividends. 
Assets increased $1,000,000,000 and sur- 
plus $100,000,000. 

The government’s proposed rehabilia- 
tion loans to home owners, Mr. Ecker 
considered a good thing. In the depres- 
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TOTAL in FORCE “Cert 
$115,048,145.00 amount 
agent,” 
$1.20 of ASSETS for every $1.00 J the pec 
of Liabilities to the 
PAID POLICYHOLDERS To H 
Living—$1,093,672.00 
Beneficiaries—$583,875.00 ee 1 
TOTAL—$1,677,547.00 Cc 
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ing policyholders as in claim 
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panies d 
cooperate, particularly where the loans 
carry a definite amortization, by grant- 
ing temporary discontinuance of instal- 
ment payments while the rehabilitation 
loan is being paid back. 
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ind enlargement of existing houses were 
jeferred. Mr. Ecker considers the pro- 
posed loans practical where houses carry 


sound first mortgage. Insurance com- 
and lenders may be expected to 


Mr. Ecker said home owners would 


thus gain needed improvements, com- 
munities would benefit by increase in 
yolume of work, there would be en- 
hanced security for lenders and home 
owners would be able to pay taxes and 
interest. 
rehabilitation aid preferable to artificial 


Mr. Ecker considers extensive 


stimulation of building new homes or 
apartments, and that values in existing 
homes should be stabilized first. 


SAYS ST. LOUIS LEADS 


ST. LOUIS, April 26—The improve- 
ment in the volume of new life insur- 
ance sold- since Jan. 1 was commented 
upon by Frederick H. Ecker, president 
of the Metropolitan Life, at the confer- 
ence here of the company’s 80 agents 
and managers in St. Louis, eastern Mis- 
souri and southern Illinois. He said that 
the life insurance picture in St. Louis is 
particularly bright and that his com- 
pany is probably writing more insurance 
in proportion to population in St. Louis 
than in any other large city. 

“Certainly St. Louis is leading in the 
amount of insurance being written per 
agent,” he continued. “This is because 
the people of St. Louis are acutely alive 
to the worth of insurance.” 


To Hold 100th Year Meeting 


New England Mutual Lays Plan for 
Convention Next Year, Forms 
“Century Club” 











The New England Mutual April 1 en- 
tered its 100th charter anniversary year, 
which date also marks beginning of the 
qualifying period for the 100th anniver- 
sary agency convention to be held in 
Swampscott in September, 1935, the 
qualifying period to end March 31 ot 
that year. 

Every agent paying for $100,000 
minimum of life insurance and/or an- 
huities on not less than ten lives will 
be qualified. New agents in the period 
will be qualified if paid for business 
averages $10,000 a month during the 
qualification period. 

: In recognition of the anniversary, the 

Century Club” has been inaugurated, 
membership to be earned by paying for 
life insurance and/or annuities on 100 
lives in the qualifying period. Agents 
qualifying for this club will receive spe- 
tial recognition at the anniversary con- 
vention. 


Midland Mutual Agents Meet 








Feature of Convention in Columbus Is 
Presentation of “Old Guard”; 
President Steinman Speaks 





The 28th anniversary convention of 
the Midland Mutual Life of Columbus 
was held at the home office, more than 
*30 agents and their wives attending. 

eature was introduction of the “Old 
ard,” men who had been with the 
company more than 25 years, among 
these being C. G. Barratt, assistant Sec- 
tetary-treasurer; H. K. Schaff, cashier; 
D. Rees, auditor, all of the home of- 
ce; Tice & Jeffers, general managers, 

olumbus, and General Agents S. B. 
pewrood, Coiumbus; L. U. Mechem, 
ethesda, O.; E. O. Mowrer, Akron; 
r I. Dickerson, Newark, O.; W. T. 
Gon Dayton, O., and D. T. Hiser, 
Teenfield, O. Veteran agents honored 
ne J. O. Jones, Alexandria, O.; H. S. 
ae. Geneva, O., O. J. Dodge, Delta, 
Be: H. Neptune, Lorain, O. and W. 
- Baughman, New Concord, O. 

J. A. Hawkins, manager of agencies, 
pened the convention, there being talks 








on strategical approaches, retirement in- 
come, income to widow, etc. Dr. A. R. 
Stone, medical director, spoke on under- 
writing at luncheon the first day, there 
being also talks on salary continuance, 
annuities, etc. 

B. G. Huntington, chairman of the 
board, was toastmaster at the annual 
dinner and President G. W. Steinman 
gave an address on “Retrospect and 
Prospect.” 

The close, time control, development 
of new territory, etc.. were discussed the 
second day. J. C. Rietz, vice-president 
and actuary, told of “Depression Les- 
sons” at lunch and in the afternoon, R. 
S. Moore, assistant manager of agen- 
cies, spoke on “Motivation.” S. E. 
Martin, “millionaire’ producer for the 
John Hancock in Columbus, spoke on 
“Practical Selling.” He is to be on the 
program at the Milwaukee annual con- 
vention of the National Association of 
Life Underwriters this fall. 

Paid for business was reported so far 
this year up 50 percent over the same 
period last year. There was a gain in 
force in March, the first since June, 
1931. 





General American Conference 





Eastern Genera! Agents at Pittsburgh 
to Hear President Head and 
Other Officials 





PITTSBURGH, April 26—Eastern 
general agents for the General American 
Life held a regional conference here 
conducted by President W. W. Head 
and five other home office officials. 
Agents of the R. R. Dodson agency in 
Pittsburgh also attended. Speakers in- 
cluded Mr. Head, J. J. Moriarty, vice- 
president; E. E. Brill, vice-president 
group department; D. W. Hopkins, as- 
sistant to the president; J. T. Lynn, su- 
perintendent of agents; and O. J. Burian, 
assistant actuary. 

Mr. Head voiced satisfaction with the 
progress made by the company during 
its first six months. 

The results of the recent sales cam- 
paign indicate a general better economic 
condition, he said. 

Mr. Moriarty presented plans for 
agency development. “Our plans con- 
template adding to our present large 
field force enough men to increase our 
field renresentation to 1,000 men during 
1934,” Mr. Moriarty said. 

Mr. Moriarty also expressed his be- 
lief that the new insurance laws re- 
cently enacted in Missouri placed that 
state on a par with other states whose 
insurance laws are looked upon as 
models. 


Group Business Grows 


Mr. Brill emphasized the fact that 
General American Life ranks 7th among 
life insurance companies writing group 
insurance. He stated that in the group 
accident and sickness division, the com- 
pany is now insuring approximately 24,- 
128 persons as compared with 15,296 
six months ago. This represents an in- 
crease of 57.74 percent. 

Mr. Lynn outlined the extensive edu- 
cational work the General American Life 
is undertaking to train and develop new 
men. He called attention to a complete 
sales-aid, advertising and promotion 
plan which is partly in the hands of the 
agents and will be rounded out before 
the end of the year. 

Mr. Burian stressed the variety of 
policy forms the company issues and 
how specific forms are adapted to fit the 
many varying needs of the public for 
life insurance. 





Bankers Life Managers Meet 


More than 60 agency managers of 
Bankers Life of Iowa are attending a 
two-day sales meeting in Des Moines 
April 27-28. 


Dougherty in Oklahoma 


L. J. Dougherty, president Guaranty 
Life of Davenport, was special guest 
and speaker at a two-day agency meet- 





ing of Oklahoma agents in Oklahoma 
City. State Manager C. W. Fowler 
presided. 


Lincoln National Conventions 


Dates and places for the 1934 agency 
conventions of the Lincoln National Life 
have been announced by A. L. Dern, 
vice-president and manager of agencies. 
The first, for honor salesmen of the 
eastern territory, will be held at Ashe- 
ville, N. C., July 9-11. The second, for 
western territory, will be held at Colo- 
rado Springs, July 23-25. 


Plan Educational Conference 


The Connecticut General is complet- 
ing plans for its educational conference 
to be held June 26-29 at Lake Placid, 
N. Y. The recent business upturn has 
helped production so much that the 
number qualifying for attendance will 
be approximately the same as in prev- 
ious years. 











Life of Virginia Oklahoma Meeting 

Oklahoma agents of the Life of Vir- 
ginia attended a business meeting in 
Oklahoma City, with C. S. Caldwell, 
state manager, presiding. Vice-presi- 





dent J. E. Woodward spoke. 


NEW YORK NEWS | 























L. D. LANDAU RESIGNS 


Leo D. Landau, for the past 12 years 
a manager in New York City of the 
Guardian Life, has resigned as man- 
ager. He will continue in the life busi- 
ness but has not yet announced his 
plans. The Guardian will not appoint 
a sticcessor but will close the office 
with Mr. Landau’s withdrawal. 

* 6.4 


W. G. FITTING IS HONORED 


Vice-President W. W. Klingman of 
the Equitable Life of New-York, Mrs. 
Klingman, Superintendent of Agencies 
H. C. Nolting, Assistant Cashier T. J. 
Burns and Mrs. Burns joined with mem- 
bers of the W. G. Fitting agency of the 
Equitable to honor Mr. Fitting on the 
occasion of his birthday and his 25th an- 
niversary with the company. 

The celebration followed a 30-day an- 
niversary testimonial campaign con- 
ducted by members of the agency, dur- 
ing which they wrote $1,415,084 of new 
business and paid for $1,084,802. The 
Wasser unit led in the contest, paying 
for $397,834. 
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Outstanding Stability 


* Size, location, age —all are interesting factors as 
applied to a life insurance company but none of 
these compare in importance to Surplus above 
Liabilities. 

This item in a company’s financial statement is the true measur- 
ing rod which determines the strength and stability of the 
institution. 

With Admitted Assets of $16,616,706.65, the Guarantee Mutual 


Life of Omaha is one of the few companies having Surplus 
above Liabilities equal to 20% of its Legal Reserve. 


There may be larger and older companies in the United States, 
but it will be difficult to find one financially stronger or more 
safe than this sound and well managed purely mutual legal 
reserve company. 


A copy of our booklet, “An Analysis of Our 32nd Annual State- 
ment”, will be mailed to anyone interested in a complete 
review of our financial condition. 


Write for details of the excellent Agency op- 
portunities available in Twenty-seven states. 


COMPANY 


OMAHA, NEBR. 


LIFE 


ORGANIZED 1901 





*TOTAL SURPLUS . . . . . $2,568,388.63 
(For the protection of Policyholders) 
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30 years of 


never faltering service 


Guaranty Life outstanding 


modern, 


a strong financial foundation, 
experienced, sincere management 


are yours when you represent 


vW 


Lee J. Dougherty, President 


Guaranty Life 


Davenport, Iowa 


to agents makes the 


; this sound, progressive company 


as an agents’ company 


liberal policy contracts, 


Insurance Co. 
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$100.00 A YEAR BUYS 
FINANCIAL FREEDOM 


With this new Dominion Life Pension Bond you 
can retire at any age from 45 to 70 on a guar- 
anteed monthly income for life. 


For full details—without obligation—write 


[DOMINION Blas 
ASSURANCE COMPANY 


LANSING - 
DETROIT: 





-+++80Ol OLDS Tower Buipe. 
- » 2724 UNION GUARDIAN BLDG. 














President F. L. Brown 
Rockford Life Insurance Co. 
Rockford, Illinois. 


Dear Sir: 








Rockford Life Has a Message for You 


It Concerns Contract Direct 
With The Company 


SEND ME THE MESSAGE 


DBRRIOD: oscncsscccdcccccsvenccenesconssboseesebive 
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NEW YORK LIFE AGENTS’ CAMPAIGN 


The central and mid-west departments 
of the New York Life are finishing a 
three months campaign started Feb. 1, 
to be followed, May 29, bv a dinner in 
Chicago at which President T. A. Buck- 
ner will be present and speak. This will 
be a joint meeting of the two depart- 
ments, directed respectively by Director 
of Agencies R. E. Whitney and O. P. 
Carter. The territory covered is Chi- 
cago, Illinois, Iowa, Nebraska and South 
Dakota. The Chicago agencies all are 
well ahead of quota, which they attained 
over three weeks ago. A conference of 
central department agents was held last 
week, attended by C. J. O’Connell of the 
agency service bureau of the home office 
and Dick Oliver, St. Louis, inspector of 
agencies at large, concluding the con- 


test. 
eS 


ASSOCIATION IN NEW QUARTERS 


The Chicago Association of Life Un- 
derwriters is now thoroughly settled in 
its new quarters on the third floor of 
the Sherman hotel. Open house was 
held during the annual sales congress 
last week. The offices are dignified and 
nicely decorated, with arched doorways 
and spacious rooms. They cost the as- 
sociation nothing, being given rent free 
in exchange for exclusive patronage of 
the hotel by the association when hold- 
ing lunches or dinners, 


DU BOSE AGENCY DOING WELL 


F. W. Du Bose, home office general 
agent of the Old Line Life, Milwaukee, 
started his general agency from scratch 
just a year ago. He now has 16 men 
producing. The agency is writing at 
the rate of $1,500,000 to $2,000,000 a 
year. Last week, premiums on two ap- 
plications totaled $8,500 and in the same 
week the agents turned in the largest 


As SEEN FROM CHICAGO | 


number of applications the agency ha; 
experienced since it was organized. Sey. 
eral men are on an app-a-week basis, 
Mr. Du Bose holds an agency meeting 
every morning at 8:15 a. m., at which 
atendance is compulsory. 

a oe 

KRELSTEIN NAMED ASSOCIATE 


H. R. Krelstein has been appointej 
associate general agent by F. J. Woo¢ 
general agent Lincoln National Life jy 
Chicago. Mr. Krelstein formerly wa; 
with another agency of the Lincoln Na 
tional in that city. He was a success. 
ful personal producer who had bee 
with the company about two years ani 
in life insurance nine years. 

* *K * 
HAVILAND AGENCY IN SPURT 


Paid production of $1,650,000 is re ¥ 


ported by the F. H. Haviland agency 
of the Connecticut General in Chicago 
for the first quarter this year. Paid 
production for the corresponding period 
last year was $1,047,000 which in itself 
was a 25 percent increase over the year 
before. Mr. Haviland’s 438rd_ birthday 
was celebrated at the agency last week 
with submission of 57 applications ina 
single day. 
* *K O* 
LIFE DEPARTMENT OPENED 


The Metropolitan Agency of Chicago 
in charge of Horan & O’Brien has e:- 
tablished a life insurance department in 
charge of E. H. Steffelin, formerly of 
the insurance firm of Wolfle-Steffelin 
Company. Mr. Steffelin later was mana- 
ger of the Insurance Exchange agency 
of the Illinois Life and later was Chi- 
cago manager of the Girard Life. Al 
Horan is chief bailiff of the municipal 
court and M. J. O’Brien was formerly 
chief clerk of the sanitary district. Both 





are prominent politicians. 








NEWS ABOUT LIFE POLICIES 





Policy Literature, Rate Books, etc. 
PRICE, $5.00 and $2.00 respectively. 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Supplementing the ‘Unique Manual- 
Digest” and ‘‘Little Gem,’’ Published Annually in May and March respectively. 


— 





Dividends Are Now Increased 


Northwestern National Life Announces 
Advance Over the Formula Used 
Last Year 








Continuing its policy of making se- 
curity the first consideration, but recog- 
nizing in the business outlook the favor- 
able factors of increased employment 
and increased sales, the Northwestern 
National Life of Minneapolis has an- 
nounced effective May 1 an increase of 
1214 percent in its scale of dividend dis- 
tribution as compared with the last 12 
months. This results in an increase in 
the actual dividend paid on individual 
policies of from 17 percent to 30 percent. 
The interest rate on funds left with the 
company will be 4.5 percent instead of 
4.8 percent. 

Paid with Persistency Bonus 


The resulting scale continues to rep- 
resent a substantial reduction from the 
company’s basic or normal scale of di- 
vidends but it should be noted that the 
difference between the basic scale and the 
dividends actually paid, plus interest at 
the rate allowed on dividends left with 
the company, is being paid to persistent 
policyholders with the regular persist- 
ency bonus. The Northwestern Na- 
tional Life follows the practice of paying 
this persistency bonus or maturity di- 
vidend on policies maturing by death or 
otherwise, and on policies becoming fully 
paid up either by their terms or through 























the application of dividends. If the pol- 





icy has not become paid up or matured 
at an earlier date, the persistency bonus 
is paid in any event on the 20th anniver- 
sary. 





Family Income Agreement 





Connecticut General Brings Out Trust 
Rider Attached to All 
Ordinary Policies 





The Connecticut General is issuing 
a family income policy with the uswal 
monthly income to dependents of $10 
per $1,000 until end of family income 
period, and then face amount. Family 
income period may be ten, 15 or 20 
years. In event of death during the pe 
riod, income is paid during the fe 
mainder of the period, calculating from 
date of issue of policy. 


Special Trust Agreement 


The family income is provided by 
means of a special trust agreement 1s 
sued with any regular policy other than 
term, providing automatically that when 
proceeds become payable they will be 
held in trust under settlement optiol 
guaranteeing 3% percent interest. Bent 
ficiary will have privilege of withdraw 
ing principal in whole or part and right 
to substitute option providing life at 
nuity. 

Nonforfeiture values are exactly the 
same as under a policy issued withott 
the trust agreement. No family income 
payments but only regular proceeds af 
























April 


—_— 


provid 
tended 

The 
come | 
less of 
and dc 
icy inc 
jums a 
the e> 














37, 1934 
————: 


SEINE 


——_ 


O 


oa 
rency has 
ized. Sey. 
sek basis 
r meeting 
at which 


CIATE 
appointed 


— SUCCESS. 
nad been 
years and 


>URT 


00 is re # 


d agency 

hicago 
ir. Paid 
1g period 
in itself 
the year 
birthday 
ast week 
ions ina 


NED 

Chicago 
| has es- 
tment in 
nerly of 
‘Steffelin 
1S mana- 
» agency 
vas Chi- 
Life. Al 
1unicipal 
formerly 
ct. Both 


Seca 


—=5 


es in 
ual 
rely. 


on rancor 


matured 
y bonus 
an niver- 


ement 


t Trust 


issuing 
> usual 
of $10 
income 
Family 
or 20 
the pe- 
he re- 
¢ from 


led by 
ent is 
ar than 
t when 
vill be 
option 
Bene- 
hdraw- 
1 right 
fe af- 


ly the 
vithout 
ncomeé 
ds are 


April 27, 1934 


LIFE INSURANCE EDITION 








provided in event of claim under ex- 
tended insurance or paid up options. 

The extra premium for the family in- 
come arrangement is the same regard- 
jess of plan of insurance and disability 
and double indemnity coverage. If pol- 
icy includes disability benefits and prem- 
jums are waived on account of disability 
the extra premium for the family in- 
come plan will be waived along with 
the regular policy premium. The extra 
premiums, payable until the termina- 
tion date of the trust agreement, ten, 15 
or 20 years from date of issue are: 


10. 36: 20 10 15 20 
gecyr. <r. ¥7, Ase Yr. Yr. Yr 
15 1.84 2.58 3.48 85 2.14 3.82 4.79 
16 1.84 2.59 3.49 36 2.21 AT 5. 
17 1.85 2.60 3.50 37 2.30 3.66 5.36 
18 1.85 2.61 3.51 88 2.41 3.89 5.74 
19 1.86 2.62 3.52 39 2.56 4.17 6.18 
90 1.86 2.62 3.53 40 2.74 4.51 6.71 
91 1.87 2.64 3.55 41 2.92 4.86 7.25 
99 1.87 2.65 3.57 42 3.14 5.24 17.86 
93 1.88 2.66 3.58 43 3.37 5.68 8.53 
94 1.89 2.67 3.60 44 3.64 6.15 9.27 
95 1.90 2.68 3.62 45 3.94 6.68 10.08 
96 1.90 2.69 3.65 46 4.26 7.26 10.96 
971.91 2.70 3.69 47 4.63 7.89 11.92 
98 1.92 2.73 3.74 48 5.02 8.58 12.97 
99 1.92 2.76 3.81 49 5.46 9.33 14.09 
3) 1.93 2.81 3.90 50 5.93 10.14 15.31 
31 1.95 2.88 4.01 51 6.49 11.03 es 
32 1.99 2.97 4.15 52 7.11 12.00 
33 2.03 3.07 4.35 53 «7.80 13.07 
34 2.08 3.19 4.55 54 8.57 14.21 

55 9.43 15.46 





Northern Life, Seattle 


The Northern Life of Seattle an- 
nounces a new retirement annuity con- 
tract, similar to the retirement income 
policies now issued, except that in event 
of death, the cash surrender value is re- 
funded instead of the payment of the 
face amount. These contracts will ma- 
ture at ages 55, 60 and 65 and will in- 
clude an option providing for commence- 
ment of annuity payments at any age 
selected by the annuitant. 


Great-West Life 
The Great-West Life has made avail- 
able two additional options on surrender 
of the annuity, a joint life and last 
survivorship annuity to the annuitant 
(male) and beneficiary (female) on 
either the life or refund annuity basis. 


MANAGERS’ 
ASSOCIATIONS 


Oppose Annuity Tax 

SAN ANTONIO, TEX., April 26.— 
The San Antonio Managers & General 
Agents Club at its April meeting voiced 
opposition to the proposed tax on an- 
nuities. F. O. Lyter, assistant super- 
intendent of agencies Connecticut Mu- 
tual Life, spoke on ‘“‘Time Control and 
Its Relation to Success in the Life In- 
surance Business.” 




















Speaks on Sales Management 


At the last meeting of the super- 
visors group of the Cleveland Life Un- 
derwriters Association, W. H. Palmer, 
assistant manager Cleveland Packard 
Company, spoke on sales management. 


Tells How to Get Results 


F. A. Brunner of the Equitable Life 
of New York at Columbus, O., spoke at 
the Columbus Life Managers Associa- 
tion’s April meeting on how to get the 
best results from the new agent. A 
round table discussion followed. At the 
May meeting, G. A. Patton, manager 
Mutual Life of New York, will tell how 
: = the best results from the old 
ent, 


Cincinnati Group Incorporates 


The Associated Life General Agents 
and Managers of Cincinnati has been 
Mcorporated by L. D. Fowler, Con- 
necticut Mutual, president; J. M. Gantz, 
Pacific Mutual, vice-president, and W. 
- Cunningham, Connecticut General, 
Secretary-treasurer. The group has been 
holding informal meetings monthly, but 
will now operate on a more definite plan, 
the purpose being to conserve and 
strengthen the service of life insurance, 


assist agents and build up the business 
generally, 














Accident-Health 
Field News 




















Discuss Association Policies 





Resolutions and Executive Committees 
of A. & H. Managers’ Organization 
Meet in Cleveland April 28-29 





Members of the executive committee 
of the National Association of Accident 
& Health Managers and representatives 
of clubs which are members of that as- 
sociation have been requested to attend 
a meeting called by Homer Bisch of 
Toledo, chairman of the resolutions 
committee of the national association, at 
the Hotel Cleveland, Cleveland, O., 
April 28-29. 

At the convention in Pittsburgh in 
1933, and during the months which 
have intervened, various suggestions and 
proposals for the good of the national 
association have been presented by 
clubs and members throughout the 
country. It is the intention to discuss 
these’ plans and ideas at this meeting in 
Cleveland, in preparation for presenting 
them for final action at the convention 
in June. Every interested member is 
invited to attend the Cleveland meeting 
and make known his opinions relative 
to the subjects under discussion. Prior 
to the convention in June, every mem- 
ber and club will be advised relative to 
the work that is done at this time. 

The date for the annual meeting of 
the national association in Cleveland, 
originally scheduled for June 14-15, has 
been changed to June 7-9 because of 
the fact that the National Medical As- 
sociation will be holding its convention 
in Cleveland the week of June 14 and 
it was impossible to secure satisfactory 
hotel accommodation that week. The 
managers’ association headquarters will 
be at the Hotel Statler. 





Record of Watt Agency 


The first two weeks of this month 
the W. E. Watt agency in Cleveland 
produced 130 accident and health ap- 
plications and at that rate will easily 
make the quota set for the month with 
200 “apps.” Most of the business came 
from life insurance salesmen and was 
on policies with premiums running from 
$20 to $40. About 25 percent of the 
business was written with the latter 
premium. This agency represents the 
Continental Casualty accident and health 
department. 





Pringle Accident Supervisor 


C. A. Pringle has become accident 
and health supervisor, Continental Cas- 
ualty, to develop Illinois business from 
the home office. He has had many 
years’ insurance experience, being for a 
number of years a general agent in 
Flint, Mich., then serving as accident 
and health field supervisor for the 
Southern Surety until that company 
was reinsured. 





Record Mark Made in 
Accident Applications 





F. M. Stager of Sterling, IIl., 
an agent of the Illinois Mutual 
Casualty of Peoria, made a record 
mark on April 4, when he wrote 
105 accident applications between 
5:30 a. m. and 9 p. m. Of these 
applications only three were re- 
jected and these on account of 
over age. The drive was put on 
in honor of the centenary of Ster- 
ling. Mr. Stager took the appli- 
cations to the head office two 
days later and presented them to 
President O. L. McCord. 











a ASSETS 


December 31, 1933 


$175,169,871.31 
INCOME OVER 
OUTGO 1933 


$4,831 ,493.77 
<sanilliaen 


BANKERS LIFE 
COMPANY 


Gerard S. Nollen 


President 


Des Moines, Iowa 


“a 55 Years Old 4 























Continue to 
Move Forward! 


HE financial position of this Company is 

stronger than ever before, with a record 
cash balance and no borrowed money... 
Entering the 23rd year of faithful service to 
the people of its territory. . . New Liberal 
commission and non-forfeitable renewal con- 
tract for competent underwriters. 


California-Western States Life 
Insurance Company 
Home Office: Sacramento 
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To Hold Congress in Topeka 


Schriver, Commissioner Hobbs, Olson 
t and Mammel on Program at 
Gathering May 4-5 


. The program for the sales congress 
. " cn ees gp Ane: includes ad- 
prim resses by L. O. Schriver, vice-presi- 
The ary duty of the management of this dent National Association of Life Un- 
derwriters and general agent Aetna 
Life, Peoria, Ill, and Commissioner 
company is to assure the membership con- Hobbs of Kansas. A. B. Olson, man- 
ager of agencies Bankers Life of Ne- 
ee and C. ‘a og emia — 
. ‘ general agent Farmers ankers Life, 
tinued enjoyment of the fundamental mutuality Wichita, also will speak. It is planned 
; to have three other 10- or 15-minute 
talks by outstanding personal producers 
of Kansas. 

Mr. Schriver is nationally known as 
an inspirational speaker. Mr. Olson de- 
mete veloped the Bankers Life of Nebraska’s 
under which it has functioned during the more educational course and has conducted 
many schools for the company. He 
= — a meeting the first evening 

P . . ; or general agents, managers, super- 
than eighty-eight years of its existence ... visors, district managers and others in- 
terested in agency work, and also will 
— Ps ona cee ye second day. 
The M i r. ammel_ wi iscuss various 

utual Benefit Life Insurance Company, phases of prospecting with particular 
reference to securing the best prospects 
. under present conditions. O. T. Crop- 
Home Office e 300 Broadway e Newark, N. J. per is general chairman of the com- 
mittee of the Topeka association in 
charge of the congress, others being 
H. O. Garvey, program; W. A. Barton, 
finance; H. W. Moore, registration; E. 


UW T A. Tirrill, arrangements, and P. A. Mil- 
ler, publicity. 


* * * 


B Cleveland—C. Vivian Anderson, presi- 

[5 Fy l T dent National association, in speaking 

on “Have You Made Your Will?” fitted 

his suggestions to Ohio laws, bringing 

out the advantages of a will to the client 

and the aid of such discussion in selling 
insurance. 








upon which the company was founded and 


* *K 


Bay City, Mich.—Roger B. Hull, man- 
aging director National association, will 
talk April 30 on “Industrial Recovery 
and Life Insurance.” 














Modern Plans of Protection 


Readjustment Income Plan 
: “RIP” 


This plan guarantees to dependents a monthly income of $100 
or more for a period of one to five years, thus providing them with 
a flow of funds during the period of readjustment following the 
death of the breadwinner. ; 

Low rates based on four of Atlantic’s most attractive contract 
forms—Life Paid Up at Age 80, 65, and 60, and Endowment at 
Age 65. 


Atlantic Life Insurance Co. 
RICHMOND, VIRGINIA 

















R. L. Davis Pedeis Speake; 


April Meeting Was Held in Honor of 
the Past Presidents of the 
Association 





PEORIA, ILL., April 26.—The Apri 
meeting of the Peoria Life Underwrite;; 
Association was in honor of the pag 
presidents. All former ones since or. 
ganization was established in 1916 wer. 
present. J. W. Ross, chairman of the 
program committee, presented each one. 
R. M. Douglas, chairman nominating 
committee, presented for officers: J. 
W. Ross, Mutual Benefit, president; ¢. 
W. Reuling, Massachusetts Mutual, first 
vice-president; Dr. J. H. Pearce, Con. 
necticut Mutual, second vice-president: 
C. E. Thompson, Connecticut General, 
secretary-treasurer; W. M. Lateer, John 
Hancock; H. C. Portwood, Bankers 
Life, and G. C. Fanning, Metropolitan 
Life, members of the executive com- 
mittee. J. B. Scott,- Harold Schenke 
and Dan Anderson, present members of 
the committee, remain in office. L. 0, 
Schriver, national executive committee. 
man, also remains in office. 

The chief speaker was Roy L. Davis, 
president of the Chicago association, 
who talked on “Meeting the Chal- 
lenge.” 

He built his talk around five steps 
which he said were vitally important in 
accomplishing success. “The most im- 
portant step,” he said, “is to adjust 
one’s self to the present day conditions, 
It would do absolutely no good to go 
about with 1900 tactics in 1934. Sec. 
ond, remember that the life insurance 
agent or salesman is on trial. The in- 
stitution is not. The third step is to re- 
alize that a specialized knowledge is 
neecssary. Fourth, each insurance rep- 
resentative must arrange his work to be 
manageable. He must be able to sched- 
ule his days so as to really accomplish 
what he is going after—success. If he 
doesn’t know one minute what he will 
do the next, where would he be? Fifth, 
and this really is necessary, find your 
major happiness in your work.” 

a ee 


New Association Started 
in Southeast Missouri 





Lyle Malone of Sikeston, Mo., who 
represents the Massachusetts Mutual 
and the Travelers, was elected president 
of a local organization of life under- 
writers for southeastern Missouri at 4 
meeting held in Cape Girardeau. The 
gathering was attended by about 40 men 
who became members. The new body 
will be affiliated with the Missouri Life 
Underwriters Association and the in- 
itial meeting was attended by C. 0. 
Fischer, general agent in St. Louis for 
the Massachusetts Mutual Life, who is 
president of the state association. Others 
from St. Louis attended and helped or- 
ganize the new association. 

Other officers named are: Vice-pres! 
dent, L. A. Barney, Cape Girardeau, 
Metropolitan Life; secretary-treasurer, 
Arnold Roth, Cape Girardeau, Equitable 
Life of New York, and members of 
executive committee, W. E. Walker, 
Cape Girardeau, Aetna Life, and Dyer 
Bird, John Hancock Mutual Life, Car- 
uthersville, Mo. 





PROGRESSIVE 


Over Three-Quarters of a Century of Successful Underwriting 


Our Guarantee for the Future : St. Louis, Missouri 


Angus O. Swink William H. Harrison The annual ger of the Missouri 
“ i “ state association will be held at Spring: 
President Vice-Pres. & Supt. of Agencies field May 10. J. S. Maryman, agent of 
the Aetna Life at Little Rock, who has 
been a million dollar producer for 4 
STRONG Representatives desired in MISSOURI, ILLINOIS AND KANSAS TERRITORY 


EXPERIENCED © $4. Louis Mutual Life Ins. Co. 
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number of years, is scheduled to be the 
incipal speaker. 
princip P os > 

Helena, Mont.—An association has 
peen organized with S. D. Goza, North- 
westerp Mutual,. president; W. R. 
Church, Montana Life, vice-president; 
verne Hagg, Mutual Life of New York, 
secretary-treasurer, There is a move- 
ment on to organize a state association, 
and Arthur Nelson,-Bankers Life gen- 
eral agent at Helena, is the temporary 
secretary. 

* *K * 

Ohio—Results of a membership con- 
test now being conducted will be an- 
nounced. at..the May 16 meeting when 
Roger B. Hull, managing director Na- 
tional association, will talk on “Indus- 
trial Recovery and Life Insurance.” 

* * * 

Springfield, O0.—C. C. Doyle, president 

Columbus association, spoke. 
* * * 

Peoria, Tll—R. L. Davis, president 
Chicago association, addressed the Peoria 
association Friday noon. In the evening 
he talked at a meeting of the Peoria 


Cc I. U. chapter, his subject being, 
“Meeting the Challenge.” 

*x* * * 
Pittsburgh.—Additional speakers for 


the sales congress April 27 are: 
William Medley, Pittsburgh, Equitable 
Life of New. York; H. W. Bailey, Jr., 
Pittsburgh, Penn Mutual Life, and A, E. 
Wright, Uniontown, Pa., Mutual Life of 
New York. 
* * * 


Suffolk, Va.—Steps have been taken 
toward organizing a local association. 
W. H. Hudson, president Norfolk asso- 
ciation, spoke at the organization meet- 
ing. R. R. Woodward acted as chairman. 
A committee was named to study the 
situation. 

* kK * 

Dallas, Tex.—F. O. Lyter, assistant su- 
perintendent of agencies Connecticut 
Mutual Life, spoke at the last meeting. 

* * * 

Buffalo—M. L. Woodward, Detroit 
general agent Northwestern Mutual Life, 
will speak May 3 on “Get In. Get Going. 
Get Out.” The same day he will speak 
before the general agents at a separate 
meeting. ’ 

* * * 

Fort Worth, Tex.—F. O. Lyter, assist- 
ant superintendent of agencies Connecti- 
cut Mutual, spoke at the monthly lunch- 
eon meeting. 

* * x 

San Francisco—The proposed new con- 
stitution and by-laws will be voted on 
May 4. Three vice-presidents, in addi- 
tion to the president, are provided for 
general agents’ and managers’ group; 
the Chartered Life Underwriters and the 





balance of the members each to elect 
a vice-president. The annual election 
date is changed from December to June. 


* * * 


Hartford—C. J. Zimmerman, general 
agent Connecticut Mutual, Newark, ad- 
dressed a luncheon meeting April 24. 
He was recently awarded a plaque for 
agency development work at the Con- 
necticut Mutual’s Florida convention. 


* * * 


Davenport, Ia.—The modern life under- 
writer, to successfully meet new and 
changing conditions, must be constantly 
on the alert and keep informed on what 
is taking place in the world, G. F. Ream, 
superintendent of agencies of the Mu- 
tual Benefit Life, said in discussing 
“Looking Toward the Future.” 

* * * 

Memphis, Tenn.—O. Sam Cummings, 
general agent at Dallas for the Kansas 
City Life, spoke on “Prospecting” at the 
meeting April 24. He is a former presi- 
dent of Kiwanis International and is 
active in the National association. 

* * * 

Akron, 0.—At the April meeting J. S. 
Drewry of Cincinnati, general agent of 
the Mutual Benefit Life, was the guest 
speaker. While sales methods may 
change overnight, principles never 
change, he held. In giving reasons for 
real production in 1934 Mr. Drewry said 
that the life man need not be concerned 
about the possibility of a “new” social 
order. The principles of economics re- 
main the same under any financial or 
governmental system. Future economic 
security will continue to be a necessity 
and will be sold, irrespective of the 
method by which national wealth will 
be distributed. Furthermore, the life 
man had a powerful and exclusive sales 
point in the fact that thousands of ques- 
tionnaires to beneficiaries had, without 
exception, brought the answer that life 
insurance funds were the most beneficial 
part of an estate. 

Nominations for officers are: President, 
N. R. Smith, Jr., Guardian Life; vice- 
president, J. T. Kimberly, Prudential; 
trustees, J. I. Thompson, American Cen- 
tral; C. C. Lake, Travelers; H. S. Coil, 
Mutual Benefit Life; national executive 
committeeman, John H. Geer, Lincoln 
National. 

* * * 


Birmingham, Ala.—L. D. Fowler, Cin- 
cinnati general agent Connecticut Mu- 
tual Life, spoke on “Priceless Ingredi- 
ents of a Sale.” He read a letter from 
President Anderson of the National as- 
sociation, praising the Birmingham as- 
sociation for its “wonderful achieve- 
ments.” F. H. Davis, vice-president Penn 
Mutual, will speak at the next meeting. 








MANAGEMENT ASSOCIATION WILL MEET 








(CONTINUED FROM PAGE 4) 


5. Procedure of releasing assets on 
deposit. 

6. Determination of accrued interest. 

7. Periodic investment reports. 


Tuesday Morning, May 22 


“Property Operation and Management,” 
C. R. Gleason, Foreman Trust Company, 
Chicago. 

“Control of Farm Properties,” J. F. 
Smith, assistant manager Bloomington, 
Ill., farm loan office, Aetna Life. 

1. Control of properties owned. 

2. Control of properties being 
quired, 

Efficiency reports: of field men. 
Inspection reports. 

Control of leases. 

Crop reports. 

Collection records. 

. a Handling of money collected in the 
ield. 

9. Handling of delinquencies. 

10. Control of rehabilitation, mainte- 


ac- 


SIS Om oe 


; hance, and operating expenses. 


“Home Office Control of City.Proper- 
ties,” C. C. Stayman, treasurer Western 


i & Southern Life. 


1, Control of properties. owned. 


2.. Control of properties being ac- 
quired. 
3 Efficiency reports of field organiza- 


tion. 
4. Inspection reports. 
5. Control of: rentals. 
6. Occupancy reports. 
7. Collection records. 
- Control of:*maintenancé and re- 
habilitation ‘éxpense. 
9. Handling of delinquencies. 
Ba Handling of collections in the 


. 





44. 
ports, 

“Accounting for Income from Farm 
and City Properties,” H. W. Foskett, as- 
sistant treasurer Equitable Life of Iowa. 

1. Control of rental income. 

2. Control of delinquencies. 

3. Control of rehabilitation, mainte- 
nance, and operating expenses. 

4. Control of working capital. 

5. Control of collections. 

6. Periodic expense and collection re- 
ports. 

7. Periodic income and expense re- 
ports by properties owned. 

8. Summary reports of properties 
owned by groups and territories. 


Periodic income and expense re- 


Tuesday Afternoon 


“Control Records and Auditing of City 
Property Income and Expenses,” Alex- 
ander Eulenberg, consulting accountant 
and lecturer, Northwestern University. 

“Methods of Compiling Investment In- 
formation for the Annual Statement,” 
A. O. Merriam, vice-president Franklin 
Life. 1, bonds; 2, stocks; 3, real estate; 
4, mortgages. 

“Control Reports for Mortgage Loan 
and Property Supervision,” M. W. Wilder, 
Jr., treasurer Mutual Benefit Life. 

1. Daily collection reports by the field 
organization. 

2. Current occupancy reports. 

3. Expense authorizations in connec- 
tion with rehabilitation activities. 

4. Records of rehabilitation and main- 
tenance expense. 

5. Inspection reports. 

6. Monthly collection and expense re- 
ports. 


(CONTINUED ON NEXT PAGE) 








@ as permanently as lays the surveyor with theodolite and 
tripod, his plans, farsighted, with delicate precision, 


@ girard agents lay life insurance plans for their clients, 
fortified with timely and adequate tools of the insurance 
profession. 


@ general agency opportunities available in good territories 
for the qualified underwriter. 


GIRARD LIFE INSURANCE CO. 


opposite independence hall 
philadelphia, pa. 








BELLEVUE 








YOUR HOME IN PHILADELPHIA 


A hotel that lives up to its fine traditions... 
an unhurried hospitality reminiscent of an 
Older Philadelphia, and its charm...a 
cuisine that bespeaks the wizardry of 
world-famed chefs... plus every modern, 
thoughtful regard for your comfort, con- 
venience and pleasure... all at most 
reasonable rates. 


CLAUDE H. BENNETT, General Manager 











PURE PROTECTION 
LIFE INSURANCE 


Is Not Expensive. Estimated Average Annual Cost 
Per $1000.00 Whole Life Policy 


AGE—35—$13.17 


REDUCED TO THIS FIGURE BY AN EARNED DIVIDEND 


NO CASH LOAN or CASH SURRENDER VALUES 
OR OTHER EXPENSIVE SO-CALLED INVESTMENT FEATURES 


No Winds ot Chance—No Sudden Change in the Current of Business 
Affairs Can Affect the Strong Financial Position of This Company 


Excellent opportunity for salesmen—lIllinois, Michigan, Indiana, Missouri. 


NTERSTATE RESERVE LIFE 


verican Experience, 4 t+ $2.50 I'dg 








10 EAST PEARSON ST. CHICAGO 
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Massachusetts Mutual 


a synonym for 


quality and excellence 


in 
Life Insurance 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 


Organized 1851! 























OPPORTUNITY! 


Liberal Contracts. 


Desirable Territory Open for General Agencies. 


THE CAPITOL LIFE 


Insurance Company 


DENVER, COLORADO 




















PARTICIPATING 


Organized 1870 
of Baltimore 


ORDINARY 
INDUSTRIAL 


MUTUAL LIFE INSURANCE COMPANY 


Home Office: Charles & Chase Sts., Baltimore, Md. 
NON-PARTICIPATING 
























UNUSUALLY ATTRACTIVE 


In Unassigned Territory 


T. J. McComs, President 


DIRECT HOME OFFICE CONTRACT 


GREAT REPUBLIC LIFE INSURANCE CO. 


Great Republic Life Building, Los Angeles, California 

























Organized 1850 
















THE UNITED STATES LIFE 


In the City of New York 
Over 80 Years of Service to Policyholders 


INSURANCE 
COMPANY 


Non-Participating Policies Only 


Good territory for personal producers, under direct contract 


HOME OFFICE: 156 Fifth Avenue, New York City 


7. Crop and acreage reports. 

8. Inspection reports by home office 
representatives. 

9, Inventory of furniture, fixtures and 
equipment. 

10. Periodic reports on properties 
owned. 

11. Monthly income and expense re- 
ports. 

12. Periodic delinquency reports. 

13. Periodic reports of loans in fore- 
closure. 


Our Home Life Business Is 
Awarded to Illinois Bankers 


(CONTINUED FROM PAGE 5) 


cess lines canceled the contract for non- 
payment. Therefore the Illinois Bank- 
ers assumes only the net amount at risk 
of the Our Home Life, until such time 
as another company reinsures the ex- 
cess. Payments to dissenting policy- 
holders and other general claimants shall 
be made within six months from the 
date of the contract. The 100 percent 
lien is in addition to any policy indebted- 
ness existing at the date of the contract. 

The Illinois Bankers Life, annually 
until April 1, 1944, shall prepare a state- 
ment showing income, disbursements, 
assets and liabilities of the Our Home 
Life account. When any statement 
shows a surplus in the account, the 
amount of the surplus shall be credited 
on the lien. 

The Illinois Bankers agrees if it ac- 
quires the home office building of the 
Our Home Life it will sell the building 
prior to Jan. 31, 1944, and credit the 
proceeds to the Our Home Life account. 
However, if the building has not been 
sold prior to that time, the Illinois 
Bankers reserves the right to become 
the sole owner of the building by pay- 
ing from its funds to the Our Home 
Life account. 

The allowance for administration ex- 
pense is one-half of 1 percent of the 
mean ledger assets of the Our Home 
Life account, except the home office 
building, plus not exceeding $2 per 
thousand per annum of the mean in- 
surance in force. 

At its option, the Illinois Bankers 
will assume and agree to pay agents of 
the Our Home Life in accordance with 
their contract first year and renewal 
commissions.on reinsured business, pro- 
vided the agent continues in the employ 
of the Illinois Bankers. No renewal 
will be paid on any policy beyond the 
tenth annual premium. 

The court refused to permit the re- 
ceiver to accept premiums during the 
time Our Home Life was in receiver- 
ship. This resulted in the return of all 
premiums received by the company dur- 
ing February, March and until the date 
of the reinsurance contract in April, and 
consequently will undoubtedly mean a 
heavy lapsation in this business. 








List of the Depression 
Failures Is Presented 








The list of legal reserve life companies 
that have failed during the depression 
together with the disposition that has 
been made of them is as follows: 
Chicago National—Pacific States. 
Continental, Mo.—Receivership pending. 
Cosmopolitan, Ill.—Being liquidated. 
Equitable Life & Cas., Ky.—Federal 

Union, O. 

Home Life, Ark.—Central States, Mo. 
Illinois Life—Central Life, Ia. 
Inter-Southern, Ky.—Kentucky Home. 
Lincoln Reserve, Ala.—Protective, Ala. 
Mississippi Valley, Ill.—Detroit Life. 
Missouri State—General American. 
National Benefit, D. C—Being liquidated. 
National, U. S. A., Ill—Hercules. 
Northern States, Ind.—Lincoln National. 
Old Colony, Ill.—Life & Casualty, Ill. 
Our Home Life, D. C.—Illinois Bankers. 
Peoria Life, Ill.—Pending. 

Register, Ia.—Pending. 

Royal Union, Ia.—Lincoln National. 
Security, Ill—Central Life, Il. 

State Life, Ill—Receivership pending. 
Union Natl. W. Va. (formerly Gem City, 
0.)—Lincoln National. 

















Victory Life, Ill—Victory Mutual. 


“PACKAGE” 
. SELLING 


is here to stay » » » 


Most Complete and 


Salable "Package" is 


GUARANTEED INCOME 
CONTINUATION PLAN 


Provides any desired 
Monthly Income of the 
Same Amount to cover 


ACCIDENT OR ILLNESS 
EARLY DEATH 
OLD AGE DEPENDENCY 
LACK OF CASH 





ISSUED ONLY BY 


Abraham Lincoln 
Life Insurance Company 
Springfield, Illinois 
H. B. Hill, President 











Our 


Salary 
Continuance 


Plan 


Is the Answer to Your Desire 
for a Sure Way to Achieve 
Regular "Day-in and Day- 
out" Production, Rapid Pros- 
pecting, Short Interviews, 
Quick Results. 


The 
PROVIDENT 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


CHATTANOOGA, TENN. 
Established 1887 


LIFE-ACCIDENT-HEALTH 
GROUP 
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LIFE INSURANCE EDITION 


SALES IDEAS AND SUGGESTIONS 








Many Practical Ideas Developed 


in Chicago Congress Featuring 


Seven Well 


Little more than 4 percent interest 
rate with absolute security can be ex- 
pected for some time in the future, and 
therefore it behooves people who are 
planning assured income in old age to 
set aside larger annual deposits than 
before, Prof. W. B. Bailey, Travelers 
economist, told the Chicago sales con- 
gress. The man of 35 today who wants 
to accumulate a fund which will pay 
him an income of, say, $3,000 a year 
for life starting at age 65, must set aside 
over $1,300 a year at 4 percent, whereas 
at 6 percent only about $600 a year is 
required. 

Professor Bailey on this basis coun- 
sels that with conditions as they are a 
person saving for old age income should 
set aside more than twice as much 
money. He says the task is especially 
dificult now, even if greater savings 
were not required. 


Average Man’s Problem 
Not Difficult to Solve 


The problem facing many persons is 
how to make sure of sufficiently large 
savings to meet their needs, on the basis 
of their present securities and other in- 
vestments. The man who has sufficient 
investments to make reasonably certain 
an income of $2,000 a year starting at 
age 65, may find this is not enough, 
but he may need $3,000. How to get 
it? The only way other than through 
life insurance or annuities is to specu- 
late, to sell some of the securities held 
and take a chance on sufficient increase 
to give him the added income. Profes- 
sor Bailey said of course the best se- 
curities go first, since they are most 
marketable. Then a man begins to 
worry. 

“If I were an insurance agent or 
trust officer of a bank,” he said, “my 
advice would be the same. The annuity 
income at age 65 would be about two 
and a half times straight interest yield. 
I would recommend that the man sell 
one-half his securities and turn them 
into an annuity, the income from which 
in the case illustrated would be approx- 
imately $2,500. With the yield from the 
remaining half of his investment he thus 
would attain his goal. Insurance today 
offers absolute certainty and a care- 
free life.” 

Professor Bailey pointed out that al- 
though some 50 companies have folded 
up since 1910, the maximum possible 
loss was never over 2 percent and this 
since has been reduced to four-tenths 
of 1 percent. He said he would not 





Known Speakers 


be surprised if even that loss were 
wiped out before final settlement. 

“Where could you get such an in- 
vestment as life insurance through a 
period of great war, the influenza epi- 
demic, and the panic and depression per- 
haps the greatest in history?” he asked. 
He pointed out that life companies have 
handled investments for their policy- 
holders at a charge of less than one- 
sixteenth of 1 percent. 


Camps Surcharged with 
Many Helpful Pointers 


Manuel Camps, Jr., general agent 
Penn Mutual, Boston, a dynamic young 
life man who has set a record in sev- 
eral cities with the Penn Mutual, said 
that organized selling is essential for 
success today, but mere use of a pre- 
pared talk will not necessarily sell in- 
surance. The organized talk must be 
made a part of the agent’s personality. 
Some agents are too well organized. 
Complete knowledge of two or three 
prepared talks covering as many ideas 
is sufficient. Such talks benefit agents 
through removing the fear on entering 
an interview. 

Prestige helps to sell, he said. It 
must be created by appearance and by 
what the agent savs. The opening re- 
marks are vital. “The prospect is keen 
to note whether the agent has anything 
on the ball,’ Mr. Camps said. 

Agents have a tremendous advantage 
over the prospect in that there are only 
a limited number of objections to life 
insurance which it is possible for a pros- 
pect to raise and the agents can pre- 
pare themselves in advance. It is much 
like securing a list of examination ques- 
tions in advance of a quiz. “Having 
learned the answers, the rest,” Mr. 
Camps said, “is a matter of Q. E. D. 
See enough people enough times and 
you will be successful.” 


Use of Motivation in 
Sales Talk Essential 


Motivation is highly important. The 
emotions should be excited. If the 
agent does not have a number of true 
life stories to tell, Mr. Camps advised 
that he concoct some; tell them enough 
times that they will seem real to him. 
Finally at least one attempt at a close 
should be made, but preferably three 
or four. 

S. Maryman, Aetna Life, Little 
Rock, gave his talk, “Just an Agent.” 
He said his. reward in life insurance 
consists of the 45 widows being sup- 





ported by the insurance he has sold, 43 
boys supported and educated, 33 girls 
living on the bounty of life insurance, 
mortgages paid off, etc. 

F. M. See, general agent New Eng- 
land Mutual, St. Louis, after giving his 
well known talk “The Ten Command- 
ments for a Sale,” held a sales demon- 
stration and conducted an open forum 
on objections and answers. To the ob- 
jection, “I can’t afford it,” he said, a 
good answer is, “Don’t you think there 
are some things so sacred we cannot 
afford to count the cost?” developing 
the thought of the marriage relation- 
ship, etc. The objection, “See me in 
June,’ may be met by saying, “Fine. 
I would if I had any special drag with 
the Almighty. Why not bind it now?” 
When a prospect says, “I have to take 
it with a friend,” Mr. See suggests 
countering with, “He is not a very good 
friend of your wife or he would have 
covered you long since.” 


Answers to Objections 
Are Given by See 


A comeback for, “My wife objects,” 
is “Of course she does. Your wife wil 
not get a penny of this. It will all go 
to another woman—your widow.” When 
a prospect says, “I have loans on my 
other policies and I want to pay them 
back first,” Mr. See asks, “Don’t you 
want to pay back your oldest and big- 
gest creditors first? The loans on your 
policies are largely borrowed from your 
beneficiaries.” An effective counter for 
the complaint, “Wait until I get back 
my cut in pay,” is “What would you 
think of an agreement between partners 
under which one would get nothing on 
the death of the other, but the other 
would not suffer financial loss if the 
first partner died? You have things 
arranged now so at your death your 
wife would get an 80 percent cut in her 


pay. 

The address of W. Scott Smith, 
Massachusetts Mutual, St. Louis, was 
presented in part in THE NATIONAL 
UNDERWRITER last week. 


Hull Comments on 
Big Membership Rise 


R. B. Hull, managing director Na- 
tional Association of Life Underwriters, 
substituted for Insurance Director Pal- 
mer of Illinois who was unable to at- 
tend. Mr. Hull reported a great spurt 
in membership in the last few months. 
Cleveland has 556 members compared 
with 481 a year ago, New Orleans 339 
against 66, Nashville 233 compared with 
109, Milwaukee 209 as against 190, Pe- 
oria, Ill., 195 against 163, Pittsburgh 698 
against 625, St. Louis 300 against 293 
and South Bend, Ind., 107 against 60. 

He commented on the united associ- 
ation of life underwriters project of 
the American Federation of Labor and 

(CONTINUED ON NEXT PAGE) 








Pungent Pointers 
Given at Meeting 
of Midland Mutual 


Cogent advice was given by speakers 
at the 28th annual convention of the 
Midland Mutual Life in Columbus, as 
may be seen by the excerpts below: 

“Prospecting,” by B. Breneman, 
Lancaster, Pa—‘‘A prospect is any 
person you can approach and influence; 
one of your type, who can afford it, 
and who can give you his undivided at- 
tention.” 

“Practical Approaches,” by B. F. Car- 
ter, Columbus.——‘“There are very few 
new ideas in our business. What is 
needed is a more intelligent use of the 
ideas we now have. Family income, 
retirement income and emergency cash 
or income covers the entire field.” 

“Programming,” by L. T. Stillson, 
Youngstown, O.—“A real interview is 
a friendly, open-minded, willing discus- 
sion about life and life’s problems be- 
tween two men on an equal plane. 
Programming is the most sensible and 
professional way to serve our clients. It 
builds a prospect’s financial structure 
for himself and his family just as he 
desires it built.” 


Lay Emphasis on I 











“Salary Continuance,” by E. S. 
Reeves, Ashland, Ky.—“The chief pur- 
pose of our business is salary continu- 
ance—continuance of the prospect’s sal- 
ary to his family if he passes out of the 
picture, to him and his wife during their 
retirement period, and to him and his 
family in the event of unemployment, 
disability or a financial emergency.” 

“Retirement Income,” by R. W. Mow- 
rer, Akron, O.—“I would like to talk 
with you about the thing in which you 
are most interested. That is life; long, 
long life and with it the absolute guar- 
antee that you will always be in com- 
fortable circumstances.” 

“Riveting an Income to the Widow,” 
by Paul Johnson, Cincinnati —“Every 
salesman _ should talk in terms of 
monthly income instead of lump sums. 
The prime purpose of our business is 
to replace income. 

“A thorough mastery of settlement 
options is absolutely essential.” 


Enthusiasm Is Required 


“The Close,” by C. C. Ross, Reading, 
Pa.—“Since our objective is to get an 
application, naturally we must assume 
that our prospect is going to buy. We 
must at all times be positive. It is 
rather hard in the face of constant re- 
buffs to keep smiling and happy. Nev- 
ertheless, this is one of the secrets of 











North American Reassurance Company 


Life Reinsurance 


250 Park Abenue, New Pork 
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No Better Territory 


No Better Company 

No Better General Agent’s 
Contract Than Our Service 
Pension Contract 


THE LAFAYETTE 
LIFE INSURANCE CO. 


WV. W. Lane, F. L. Alexande 
Secretary President 
W. R. Smith, Field Vice-President 


LAFAYETTE, INDIANA 











ACTUARIES || 





CALIFORNIA 


MISSOURI 











Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 
CONSULTING ACTUARIES 


437 So. Hill Street 


4 Street 
114 Sansome Stree Los SNGELES 


SAN FRANCISCO 


ALEXANDER C. GOOD 


Consulting Actuary 
615 Trust Co. _. Jefferson City, 
n 


a 
800 Security Building, Kansas City 











ILLINOIS 


NEW YORK 











DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 1218 


CHICAGO, ILLINOIS 


MILES M. DAWSON & SON 
CONSULTING ACTUARIES 
500 Fifth Avenue New York City 




















L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 








Audits Investigations 
FERGUSON, DANIELS & PORTER 
Accountants and Actuaries 
102 Maiden Lane 
New York, N. Y. 


Organization Management 














J. Charles Seitz, F. A. I. A. 
CONSULTING ACTUARY 


Author “‘A System and Accounting for a Life 
insurance Company."’ 
Attention to 
Lega! Reserve, Fraternal and Assessment Business— 


Pensions 
North La Salle Street 


226 
Phone Franklin 6559 Chiesgo 














Woodward and Fondiller, Inc. 
Consulting Actuaries 


90 John Street, New York 
Telephone Beekman 3-6799 








INDIANA 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 




















Woodward, Ryan, Sharp, Davis & Hezlett 


Consulting Actuaries 
Jonathan G. Sharp W. Harold Bittel 
Evelyn M. Davis Robert S. Hull 
Edward H. Heslett John Y. Ruddock 

Partners Associates 


Ninety John St., New York, N. Y. 














PENNSYLVANIA 








HARRY C. MARVIN 
Consulting Actuary 


307 Peoples Bank Bldg. 
INDIANAPOLIS, INDIANA 














FRANK M. SPEAKMAN 
Consulting Actuary 


Associates 
Fred E. Swartz, C. P. A. 
B. P. Higgins 


THE BOURSE PHILADELPHIA 

















Do your fellow agent a good turn—get him acquainted with 
The National Underwriter, the real insurance newspaper. 








success in the close. Even though you 
feel certain that you will not close the 
case, keep cheerful and maintain your 
enthusiasm. None of the principles of 
the close will help or accomplish much 
good unless we can apply them enthusi- 
astically.” 

“Selling the Midland in a New Ter- 
ritory,” by J. A..Vanderwerf, Grand 
Rapids—“Join your local underwriters 
association, get a number of agents of 
other companies to broker business not 
written by their companies, sell yourself 
to key men, circularize, give talks be- 
fore different clubs and organizations, 
use salesmen in other lines of work, and 
work hard and intelligently.” 


Practical Ideas Are Given 
in Chicago Sales Congress 





(CONT’D FROM PRECEDING PAGE) 


predicted some activities in the next few 
months to defend agents against the ef- 
fort to reduce commissions. The Na- 
tional association has been unusually 
active in defending agents against un- 
wise, unfair and, he said, even illegal 
legislation which has been proposed. He 
has been. practically commuting between 
New York and Washington. Mr. Hull 
said he could hardly report on his ex- 
perience in Washington in terms that 
are polite. He characterized some of 
his experiences there as “disgusting.” 


Davis and Hastie in 
Active Charge of Congress 


President R. L. Davis of the associ- 
ation presided jointly with Past Presi- 
dent J. R. Hastie, congress chairman. 
E. B. Dudley, life manager Travelers, 
introduced Howard Preston, star of the 
Chicago Civic Opera and one of the 
Travelers’ leading producers, ranking 
sixth country-wide, who sang. Blake 
Wilson, Equitable of New York, also 


sang. 

. H. Du Flon, superintendent of 
agencies, middle west district Metro- 
politan. discussed “The Objectives of 


Ideal Life Underwriting,” urging support 
of the association movement. He said 
it gives a true appreciation of life in- 
surance and rounds out the agent’s per- 
sonality. 

He said 90 percent of persons gain- 
fully emploved are in the wage and sal- 
ary class, four-fifths receiving less than 
$2,000 a year, 15 percent getting $5,000 
or less and only 5 percent. over $5,000. 
The real opportunity of agents. there- 
fore, lies in the small policy brackets. 

He recommended the endowment at 
60 or 65 as the best policy in the world. 
providing income for the assured and 
his dependents. He said it eliminates 
two of the four fears under which most 
men live and is especially needed in the 
larger cities where many persons be- 
come economic liabilities. 


Degree of Honor Figures 


Assets of $11.276,245 are reported by 
the Degree of Honor Protective Asso- 
ciation. Of this amount 87 percent was 
invested in government and municipal 
bonds. Death claims in 1933 totaled 
$595,604 and total death claims to date 
amount to $8,256,428. The society made 
$39,607 educational loans to young 
members and paid $54,014 monthly pen- 
sions. 


Agent Wins His Renewal 


ST. PAUL, April 26—A_ district 
court decision this week in a long con- 
tested suit, awards approximately $11,- 
000 to Jav R. Wicker, long connected 
with the Modern Life. An appeal may 
be made by the companv. 

The court found Mr. Wicker was en- 
titled to judgment for renewal commis- 
sions. He had been identified with it 
since it began ‘business in 1921. He 
was a stockholder and was on the board 
of directors. He alleges he built up an 
agency at Rochester, Minn., and later 
upon resigning from the company, it 
cancelled the contract for renewal com- 
missions for nine years. 





The decision read: “With respect to 


all business written in his territory 
(Wicker’s) since July, 1927, plaintiff js 
entitled to recover renewal commissions 
of 7% percent from June 1, 1930, and 
any omitted renewals since January 1, 
1929, subject to deductions for payment 
which the company has rightfully made 
to writing agents.” 


Hazard on I..A. C. Committee 


Dr. W. H. Hazard, New England 
Mutual Life, has been appointed a mem. 
ber of the executive committee of the 
Insurance Advertising Conference, in 
place of J. E. D- Benedict, Metropoli- 
tan Life, who has resigned because of 
retiring from business life. 


E. E. Cammack, vice-president of the 
Aetna Life, has gone on a five weeks 
business trip to Europe. 





91H & WASHINGTON 


4 50 and up 








They Said We’d 
“Get Burnt” 


When our new Super-Disability policy 
went on the market, so simple was the 
contract, and so free was it from con- 
fusing technicalities and restrictions that 
we were told we'd get “burnt.” 

But we knew we could write a policy 
for accident and health as clean cut as 
the life contract, and. we°did it. We 
haven’t been burnt, ~ 

Life agents have found it an excellent 
means to complete the protection with 
which to surround their clients. | 
Send in the coupon for further infor- 
mation. 


INTER-OCEAN CASUALTY 


COMPANY 


Executive Office 
CINCINNATI-OHIO 













Inter-Ocean Casualty Co., { 
American Bidg., Cincinnat!, Ohio. | 
Please send me information regarding your sc! 

| dent and health policies. ‘ 
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» RECENT COURT DECISIONS . 























Group Certificate Holder Took 
Ordinary Insurance 











York vs. Case. 

The group policy provided that em- 
ployes might obtain converted policies 
without the necessity of a physical ex- 
amination, in the same amount of their 
certificate, provided the assured’s em- 
ployment was terminated, The assured, 
Bostwick, was employed by the Cadillac 
Company, which had a group policy 
with the Equitable. Bostwick was in- 
sed for $1,500. A representative of 
the Equitable informed a group of Ca- 
dillac Company employes the group pol- 
iy would be canceled soon and he 
urged them to take advantage of the op- 
portunity for obtaining converted poli- 
cies without the necessity of physical ex- 
amination. 

Bostwick inquired if he could get a 
converted policy of $5,000 without ex- 
amination. The Equitable representa- 
tive assured him that he could and said 
an application must be filled out as a 
mere formality and if Bostwick would 
sign the application in blank, the Equit- 
able representative would complete it by 
filling in the answers. 


Canceled the Next Month 


The group policy and certificates were 
canceled the next month and soon there- 
after the $5,000 policy was delivered to 
Bostwick, who at that time was in the 
last stages of tuberculosis. 

The beneficiary sued for $1,500 and 
was awarded the full amount. The 
Equitable appealed. 

The supreme court held that the evi- 
dence contained all the elements of an 
equitable estoppel against the insurer. 
The assured had the right to quit work 
and obtain a converted policy. He had 
practically terminated his employment 
because of his physical condition and 
under the evidence, it is reasonable to 
say that he would have so terminated 
the work without delay had he known 
that it was necessary to do so in order 
to obtain the benefits of the individual 
certificate then in force, and had it not 
been for the fact that the Equitable Life 
agent assured him that in his present 
status he was entitled to convert.a pol- 
icy for $5,000 without doing anything 
further than signing the blank formal 
application and paying the premium. 
Such reliance by Bostwick upon the rep- 
resentations of the agent and the action 
taken by him in good faith in comply- 
ing with all the requirements of the in- 
Surer’s agent, prevented his pursuing 
further his desire to retain and preserve 
the benefits which he then had under 
the certificate of insurance. 





Reinstatement Separate Contract 


The New Jersey chancery court, in 
Acacia Mutual Life vs. Kaul, has held 
that the contract whereby a policy, 
which has lapsed for nonpayment, is re- 
Instated, is a separate and distinct con- 
tract from the original policy contract. 
Where the contract of reinstatement is 
Procured by fraudulent misrepresenta- 
tion, the insurer is entitled to decree and 
equity for rescission and cancellation. 
The fact that the original contract con- 
tains a clause making it incontestable 
after one year, is no bar to suit for res- 
Clssion and cancellation of the contract 
of reinstatement, since the reinstatement 
contract contained no such limitation 
clause. 


Rules on Converted Policy 


Court Holds Against the Insurer Where 


The Oklahoma supreme court has 
held against the Equitable Life of New 
York under an ordinary policy, which 
was 2 conversion of a group certificate. 
The case was Equitable Life of New 


Age—Company Must Pay 
Printed Amount 





The insurer is not entitled to reforma- 


utilizes a printed form: of policy intended 
for applicants of a higher age from that 
of the assured and the table of loan 
and surrender values in the policy shows 
higher figures than those to which the 
assured is entitled. ‘Lhe Pennsylvania 
superior court so decided in Kaufman 
vs. New York Life. 

Kaufman took out a 20-payment life 
policy in 1910, at the age of 21. Ina 
printed table of loan and surrender val- 
ues in the policy it was stated that the 
cash surrender value, after policy has 
been in force 20 years, would be $678 
for each $1,000 of insurance. At the 
end of 20 years, Kaufman elected to 
take the cash surrender value of his pol- 
icy and demanded the amount shown in 
the table. The New York Life then 
discovered that it had used the printed 
form of policy intended for applicants 
age 41. 

The higher court noted that the pol- 
icy was returned to the New York Life’s 
home office on a number of occasions 
for having changes of beneficiary reg- 
istered and in order to procure loans. 
The New York Life had numerous op- 
portunities to discover its mistake. An 
inference of laches upon the part of the 
New York Life would be stronger than 
any inference that Kaufman should have 
known an error must have been made. 


Paralyzed, Able to Do Some 
Work; Company Is Liable 


An assured who is permanently par- 
alyzed in the lower regions is entitled 
to permanent and total disability bene- 
fits despite the fact that he has been 
able to earn some money as a drafts- 
man and estimator. This was the de- 
cision of the Rhode Island supreme 
court in A. M. Cole vs. Metropolitan 
Life. The court held the fact that Cole 
has been able to earn trifling amounts 
as a draftsman and estimator does not 
affect his right of recovery when he 
might reasonably have refrained from 
making any effort at remunerative em- 
ployment. Cole’s qualifications fit him 
for the position of a foreman of con- 
struction work. Despite the fact he has 








Loan Value Table Was Wrong 


Amounts Shown Were for Man of Older 


tion of the policy, when, by mistake, it 


held himself out as an architect or en- 
gineer, there is nothing which gives the 
basis for conclusion that there is any 
reasonable probability that he will be 
able to succeed in earning a livelihood 
in either capacity. 

That he would be able to earn a live- 
lihood in some capacity were it not for 
the depression, as urged by the Metro- 
politan Life, is purely conjectural and 
it is generally held that in cases of 
doubt, provision for total disability 
should be liberally construed in favor 
of the insured. 


Husband’s Employer Is Liable 


Wife of Metropolitan Life Agent Col- 
lects for Injury While Riding in 
Husband’s Car 








The Ohio court ot appeals has af- 
firmed judgment in an action brought 
by a wite, who was injured by the al- 
leged negligence of her husband while 
acting for his employer and within the 
scope of his employment. ‘Lhe employer 
in this case was the Metropolitan Life. 
Mrs. Huff brought the action. 

Mrs. Huff was riding with her hus- 
band in his automobile and was injured 
in a collision. The Metropolitan Life 
asked the court to charge the jury that 
Mrs. Huff, at the time she entered her 
husband’s car, was a trespasser, insofar 
as the Metropolitan’s rights are con- 
cerned. 

There was evidence that the assist- 
ant district manager of the Metropoli- 
tan, who had authority to supervise Mr. 
Huff’s accounts and directed him in his 
duties, was present at various times that 
Mrs. Huff was with her husband in the 
automobile, that the assistant manager 
encouraged Mrs. Huff to ride with her 
husband so that he would be induced to 
do more night work. 

The court of appeals held that the evi- 
dence establishes that the Metropolitan 
consented to Mrs. Huff’s riding in the 
automobile as a guest of her husband 
and might justify the inference that her 
going with her husband was in further- 
ance of the business of the Metropoli- 
tan. 

The Metropolitan urged that, as pub- 
lic policy forbids a wife from suing her 
husband in a case like this, it should 
be determined against public policy to 
permit the wife to sue her husband’s 
employer. No legislative enactment or 
court decision on constitutional provi- 
sion in Ohio indicates any such public 





policy, the court held. 





Court Disability Rulings Are Made 





Where the name of an employe, re- 
tired on pension but occasionally doing 
some work, was included by the insurer 
in making out its claim for the premium 
on a group policy, that employe is cov- 
ered despite the stipulation in the policy 
that employes who are not working full 
time and for full pay on the effective 
date of the policy were excluded from 
coverage. This was the decision of the 
Arkansas supreme court in American 
National of Galveston vs. Chastain. 
Chastain claimed disability benefit. 
The court held that under a group pol- 
icy which provided in case of total dis- 
ability due proof must be furnished the 
insurer, but specified no time in which 
such proof should be made, the right of 
recovery depended on the insured’s total 
disability during the life of the policy 
and not upon the receipt of the proof of 
disability. - 
xk 8 

Another group disability case was de- 
cided by the Arkansas supreme court 





at the same time. The case was Metro- 








politan Life vs. Minton. The group pol- 
icy provided for benefits in case of total 
disability prior to the insured’s 60th 
birthday. Minton was 65 years of age 
when the certificate was applied for. The 
testimony was that the agent of the 
Metropolitan represented to Minton that 
his age would not prevent him from re- 
ceiving disability benefits. 

The supreme court held that parole 
evidence is inadmissable to show that 
Minton had, not life insurance merely, 
but that he had disability insurance also, 
when the unambiguous language of the 
certificate or policy plainly provides to 
the contrary. Judgment for Minton was 
reversed and the cause dismissed. 

oe 


The Arkansas supreme court in an- 
other case, held that liability for total 
and permanent disability benefits at- 
taches when the disability occurs and 
proof is made to the company, and not 
from the happening of the disability 
alone. The case was New York Life 








Arthritis in Elbow, Wrist 
Gives Disability Benefits 








A farmer and farm produce peddler, 
suffering from arthritis in the right el- 
bow and wrist, has been allowed total 
disability benefits by the Utah supreme 
court in Colovos vs. Home Life of New 
York. A small farmer, the court held, 
who could not do substantially all the 
labor that usually is necessary to be 
done, or a peddler who cannot lift or 
handle the bags of produce he is ac- 
customed to peddle, cannot conduct his 
farming or his peddling for profit or 
compensation in a remunerative sense. 
Colovos’ only work has been that of a 
farmer and peddler, with a little work 
as common laborer in mills. He could 
not get work now in the mills, because 
of his physical condition. The court 
expressed the opinion there was suffi- 
cient evidence to go to the jury on the 
question of whether Colovos was to- 
tally and permanently disabled and 
there is sufficient evidence to uphold 
the verdict rendered in his favor. 


Insanity Does Not Waive 
Requirement As to Notice 








The fact that notice of disability is not 
given to the company at the time of its 
occurrence because the insanity of the 
assured rendered him incompetent does 
not waive or render inoperative provi- 
sions of the policy. This was the deci- 
sion of the United States circuit court 
of appeals for the fifth circuit (Georgia) 
in kgan vs. New York Life. 

Egan became insane and was totally 
and permanently disabled in 1927. The 
policy was lapsed in 1929 for failure to 
pay premiums due. Demand for pay- 
ment on the policy was not made until 
seven months after the policy lapsed. 

The court held the policy is plain and 
unambiguous. The contract contem- 
plates that if for any reason the assured 
is unable promptly to make proof of his 
disability some one else in interest must 
do so for him. This is a condition prece- 
dent necessary to fix liability under the 
policy. It is very material to the risk 
that proof of total disability be fur- 
nished promptly while the policy is in 
force. 


Sends Notice to Employe, 
Who Is Fired; Held Liable 


An insurer, even though having acted 
by mistake, becomes liable when it sends 
a notice of cancellation of a group pol- 
icy to become effective sometime more 
than a month after the employe was 
laid off. The United States circuit court 
of appeals for the third circuit (Pa.) so 
decided in Equitable Life of New York 
vs. Larocco. 

Larocco was given a dismissal notice 
Sept. 22, 1930. Early in October he re- 
ceived the balance of his September pay 
with no deduction for October insur- 
ance premium. Larocco died Oct. 20. 
On Oct. 27, 1930, seven days after 
Larocco’s death, the employer addressed 
a letter to Larocco: “Notice of intended 
cancellation insurance policy No. 1789- 
323, Equitable Life Assurance Society. 
Unless we have written information ac- 
companied by a doctor’s certificate stat- 
ing that you are unable to follow your 
employment, on account of sickness, the 
above named policy will be canceled as 
from Oct. 31st, next.” 

The Equitable Life said this letter was 
sent by mistake and signifies nothing. 
The higher court held that the triai 
court’s finding otherwise is conclusive. 
The letter constitutes evidence in sup- 
port of the judge’s finding of fact and 
direction of verdict. 











vs. Jackson. 
























































Gre?’ THAT'S 
A loT 0 














WRITE FOR GENERAL AGENCY PROPOSITION 
AND TERRITORY 


ESERVE LOAN LIFE 


INSURANCE COMPANY 
«INDIANAPOLIS. INDIANA. — 











This i 
Series 
publish 
zines 
curity 


